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thousands of fathers ‘discover the 
Multiple Protection Plan 


EVERY MONTH full pages in the Saturday 
Evening Post and Time Magazine bring this news 
to the nation’s fathers: 


“You can leave your family $100 every 
month for 20 years if you’re earning $45 
a week or more.” 


Each Sunday afternoon, Daniel Stark on the 
famous “Roses and Drums” program, presents 
actual case histories of families who have been 
helped by the new Multiple Protection Plan. 


6 times a month thousands of fathers “dis- 
cover” the plan... many even write in for specific 
information about it. 


As a result, Union Central field men meet a 
public that already knows their company and wel- 
comes its modern plans. Instead of “cold can- 
vass,”” the agent’s way is prepared! 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 

















Every 
Man's 


Ambition 


It is‘every man’s ambition to create 
an income that will provide the material 
things he wants for himself and for his 


loved ones. 


His greatest fear is that something will 
occur to interrupt that income. 


The B. M. A. has a plan that guaran- 
tees the income against life’s five great haz- 
ards—SICK NESS, ACCIDENT, FINAN- 
CIAL DIFFICULTY, OLD AGE and 
DEATH. 


Insure your 
income 


with 


Business Mien:s 


Assurance Company 
KANSAS CITY, MO. 


W. T. GRANT, President 
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Federal Annuity 
Scheme Is Killed 


Senator Lonergan, in Great Trib- 
ute to Insurance, Causes 
Defeat 


AVERAGE ANNUITY SMALL 


Connecticut Senator Shows Insurance 
Companies Are Prepared to Handle 
Needs of Small Buyers 


WASHINGTON, June 27.—Voicing 
one of the strongest defenses of insur- 
ance heard in Congress in many years, 
Senator Lonergan of Connecticut de- 
cisively defeated amendments to the so- 
cial security legislation offered by the 
finance committee, under which the gov- 
ernment would have gone into the busi- 
ness of selling annuities. 

Meeting a skepticism of the ability or 
desire of the large companies to furnish 
annuities for small amounts, as contem- 
plated by the proposal to have the gov- 
ernment policies limited to a range be- 
tween $60 and $1,200 per year, Senator 
Lonergan submitted letters from the 
heads of a number of companies to dem- 
onstrate that this is already a well es- 
tablished business and that the average 
annuity called for, instead of being a 
large sum as generally supposed, was 
in the neighborhood of $450 a year. 


Private Contracts More Liberal 


The senator further demonstrated that 
the policies of the companies were more 
liberal than those which the government 
would furnish, and added a _ further 
warning that Congress, if it adopted the 
committee’s proposal, might find it had 
injected the government into business. 

Reading from the communications, 
the senator showed that the Connecticut 
Mutual at the end of last year had in 
force 3,855 single premium life annui- 
ties under which policyholders would re- 
ceive an average monthly income of 
$35.75, and 10,900 retirement annuities 
calling for an average monthly payment 
between $35 and $40. 

The Phoenix Mutual has in force 5,- 
377 contracts under which the company 
is paying an average of $44.43 per 
month, and under another group of con- 
tracts, which are offered in units of $10 
per month, will at a definite time in the 
future call for the payment of average 
annuities of $37.99 per month, while 
thousands of life policies payable in an- 
nuity form will call for approximately 
$400 per year. 


Direct Competition Is Seen 


Accompanying these figures with a 
letter of protest against the proposal, 
the president of the company wrote: “If 
the premium to be charged by the treas- 
ury is less than the true cost of the 
annuity, including the necessary admin- 
istration expense, it is our judgment that 
the treasury will be in direct competition 

(CONTINUED ON PAGE 8) 








Inflation Fears Are Answered 
by E. C. Wightman 





For the same reason that life insur- 
ance companies have been able to meet 
the emergencies of the last few years 
they can successfully weather a period 
of outright inflation, declared E. C. 
Wightman, vice-president of the Lincoln 
National Life, at the company’s agency 
convention. 

The traditional investment policy of 
the American life companies has been 
that of continuous hedge, according to 
Mr. Wightman. Because of this they 
have met the difficulties encountered in 
the past successfully. This also sup- 
plies great assurance regarding their 
ability to meet whatever problems may 
still be ahead. It has always been a 
fundamental investment policy of the 
companies never to take a rigid posi- 
tion predicated upon a judgment as to 
what the future investment trend is 
likely to be. 


Safety Through ‘Wide 
Diversification Is Sought 


Life companies in general have been 
willing to forego what may have ap- 
peared like almost certain speculative 
profits and have sought in their stead 
to secure safety which can be gained 
only through the widest possible di- 
versification. This policy is still re- 
ligiously adhered to by all well man- 
aged companies, and no good company 
today is willing to stake too great a 
proportion of its assets upon the possi- 
bilities of inflation. Practically every 
company now in business has a suffi- 
cient proportion of its funds invested in 
such forms of assets as will profit by 
inflation to enable it to meet all its 
obligations under any sort of inflation- 
ary interlude. All obligations of the life 
insurance company are payable in dol- 
lars and in protecting itself against the 
effects of inflation, it is only necessary 
that a company possess such a propor- 
tion of assets whose value will show 
great inflationary increases, as will en- 
able it to meet the highly increased 
costs of operation during the temporary 
inflationary period. 


“Inflation” Used as an 
Excuse by Prospects 


It is to be expected that the average 
insurance prospect seeks to postpone 
the signing of an application by raising 
a number of excuses which are gen- 
erally excelled only by his need for in- 
surance. Several things must be taken 
into consideration in answering a pros- 
pect who gives inflation as the reason 
why he should postpone action. The 
word inflation is used in many different 
senses. Millions of people who bought 
insurance during the inflationary period 
following the world war found it a for- 
tunate investment. That was a period 
of credit inflation to which the present 
administration was committed. In the 
light of that experience it seems most 
conclusive that life insurance protection 
is the most valuable possession during 


1a period of credit inflation. 


From past experience inflation as a 
result of the further devaluation of the 
dollar will be no impairment to insur- 
ance values. General price levels have 








arisen since devaluation but there is no 
assurance that price levels will con- 
tinue as high or be higher until the time 
a life insurance contract matures. In 
any event, the owner or beneficiary may 
elect to leave the proceeds of his in- 
surance with the company at a fixed 
minimum rate of interest until the pur- 
chasing power becomes satisfactory. No 
other form of investment contract of- 
fers such an opportunity for hedging 
against a future unsatisfactory price 
level. 


Repudiation of National 
Currency Held Unlikely 


If the prospect fears the outright 
repudiation of the ‘national currency 
when he raises the specter of inflation 
he is setting up a momentous objection 
for such an event would be a calamity 
of the first magnitude, declared Mr. 
Wightman. Common sense must come 
to the rescue in evaluating such extreme 
possibilities. With the national ad- 
ministration definitely committed 
against such a course, and with the re- 
cent experience of the European nations 
in mind, it is almost inconceivable that 
the United States government should 
ever repudiate its currency. If, how- 
ever, such a thing should come to pass, 
how is the prospect going to protect 
himself against loss? asked Mr. Wight- 
man. He cannot afford to wait until 
such a calamity is obvious for then he 
will be too late. He cannot afford to 
be wrong in his prediction of currency 
repudiation, for in that event his loss 
is certain to be as great as it would if 
such a form of inflation did occur and 
he had made no provision for it.. He 
cannot pin his faith on just one or two 
forms of investment for no man can at 
all accurately forecast the probable 
taxes or other carrying charges to which 
any type of property may be subjected 
under such a chaotic state. 


Continuous Hedge Plan 
Vital in Repudiation Era 


The same principle of continuous 
hedge which saved all the life com- 
panies that religiously adhered to it in 
the great debacle of recent years, will 
enable the institution of life insurance 
to go through even a period of cur- 
rency repudiation with less loss to those 
who have entrusted their fortunes to its 
ever watchful care than through any 
other instrumentality. The application 
of this principle requires the broadest 
diversification of investments and hence 
it is open only to a few, if any, indi- 
viduals except through the pooling of 
their resources, declared Mr. Wight- 
man. 


Round Table Plans Changed 


Caleb R. Smith of Ann Arbor, Mich., 
chairman of the i935 Million Dollar 
Round Table, announces that due to a 
change in the place of meeting, the 
session is to be held at the Savery Ho- 
tel, Des Moines, Tuesday, Sept. 17, be- 
ginning at 8:30 a. m. Mr. Smith urges 
that all those who have qualified and 
have not registered, get in touch with 
him immediately. 





\ 





Investment Phase 
Is All Important 


Life Company Executives Are 
Faced With Some Serious 
Problems 


CONFIDENCE INCREASING 


No Need for Any Drastic Readjustment 
in the Financial Setup of 
Insurance 


By RALPH E. RICHMAN 


HARTFORD, June 27.—The invest- 
ment market is in statu quo with all 
the meaning this implies, both regular 
and irregular. That is the consensus of 
opinion among investment officers of 
Hartford life companies. There is no 
tangible evidence that any increase in 
interest return is immediately at hand. 
The lag between business improvement 
and a rise in interest rates is longer than 
it would have been had the government 
maintained a hands-off policy. There 
will be no substantial improvement until 
large industrial units can proceed with 
definite knowledge of exactly what they 
are facing in government interference, 
regulation and competition. On the 
other hand, there is a very definite opti- 
mistic belief among these officers that 
an improvement might take place at any 
time and that when the turn does come 
the rise in interest rates is likely to be 
rapid. 


Feeling of Confidence Increases 


The President’s veto of the bonus bill 
and the recent U. S. Supreme Court de- 
cisions have greatly increased the feel- 
ing of confidence in the future upon 
which any great improvement in business 
must rest. But according to the Hart- 
ford executives, no improvement itself is 
to be seen. Nor can this be expected, 
they explain, until the business man 
knows what he is facing. The lines of 
business recovery cannot be laid out 
with a fluid. There must be at least 
some rigidity. As one executive ex- 
pressed it in the form of an Al Smith 
quotation, “You cannot nail a custard 
pie to the wall.” 


Interest Rates Fellow Prices 


Interest rates usually follow prices. 
Prices high, interest high. Prices have 
been increasing, but interest rates have 
lagged behind. Higher interest will 
probably come later. One of the men 
interviewed wondered whether the bond 
market of today was not in as radical 
a position as the stock market in the 
early part of 1929. It was not natural 
to ,call stock prices normal when the 
stocks netted a yield of less than 1 
percent. On the other hand, neither is 
it normal to have sound bond issues 
drawing the abnormally low returns of 
today. At present prices, some of the 
more favorable issues purchased years 

(CONTINUED ON PAGE 8) 
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Individual Investor Matches His 


Wits 


Against Great Institutions 


The function of life insurance is not 
simply to furnish protection, but its in- 
vestment service, though secondary, is 
almost as important ‘as the first, said 
A. J. McAndless, first vice-president 
Lincoln National Life, at the company’s 
agency meeting in Fort Wayne. 

The investment function consists in 
collecting the small savings of thou- 
sands of policyholders for use in the 
productive channels of industry and 
commerce. It classifies a life insurance 
company as a financial agency to pro- 
mote savings. The distress of persons 
who have intrusted their emergency re- 
serves to other institutions points to 
the conclusion that life insurance is a 
sound investment. 


Nothing Equal to Advantages 
of Life Insurance 


“My experience with investment 
problems,” said Mr. McAndless, “makes 
me firmly hold the opinion that for the 
average individual who from time to 
time has small sums to invest, there is 
no institution with the advantages 
equal or equivalent to those of the finan- 
cially sound life insurance company.” 
For example, the person who has $10,- 
000 or is starting out to accumulate such 
a sum cannot employ an investment 
counsel. Most investment counsel are 
not interested in sums of less than 
$100,000, realizing that proper diversi- 
fication of investments cannot be se- 
cured with a lesser sum. When the 
average man with $10,000 decides to 
go it alone with his investment plans, 
he matches his wits against the great 
financial institutions such as life in- 
surance companies, banks and endow- 
ment funds. The situation is very much 
like the professional against the ama- 
teur in any of life’s games. 


Assumptions of Self-Investor 
Outlined by Mr. McAndless 


Mr. McAndless enumerated some per- 
tinent assumptions that the self-investor 
makes when he thinks he can handle his 
own funds better than can a life insur- 
ance company: 

“4. He assumes that he can earn the 
same rate of interest, tax free that the 
life insurance company earns and that 
he can do this not for one or two years 
but for ten, 20 and even for 40 years. 
This is his assumption because a life 
insurance company pays no taxes on in- 
terest income until such income is in 
excess of the rate guaranteed the policy- 
holder. It is true as to time because 
the rate of interest at which policy 
values increase is fixed by the valua- 
tion section of the policy and guaran- 
teed for its duration. 

“2. He assumes, let us say, that when 
he accumulates $35.68, he can promptly 
find a proper investment of that exact 
denomination. This is a quality of life 
insurance investment not matched else- 
where. The individual may invest prac- 
tically any sum he decides upon and 
with as great frequency as he wishes. 

“3. He assumes that he can com- 
pound interest without loss of a single 
day’s time. 

“4. He assumes that throughout all 
the years he will not lose one cent of 
principal or interest. 


Fallacy in Assumption 
of Compound Rate 


“These two assumptions may be com- 
mented upon together. There is an in- 
herent fallacy in the assumption that 
capital accumulates at a compound rate. 
If it did, there would be so much 
wealth in the world today we could per- 
haps adopt a distribution of wealth the- 
ory without disturbing society. The 
thing overlooked is that capital is de- 
stroyed. Capital savings are dissipated 


by wear and tear and by the introduc- 
tion of new methods and machinery. 
The old machines become valueless fast 
in the face of a new invention. Against 
this hazard the investor must guard. 
The junking of electric railway lines, 
giving place to automobiles, is a very 
recent example of this hazard. Life in- 
surance companies absorbed this loss 
but the individual investor was often 
ruined by this change. 

“5. The individual assumes that he 
will always know as much about finan- 
cial situations as the most skilled in- 
vestment experts.” 


Investment in Diversified 
Trust Gives Security 


An investment in life insurance is an 
investment in a diversified trust, said 
Mr. McAndless. This quality gives un- 
equaled security to a life insurance com- 
pany over any other form of credit or- 
ganization. It carries out the wise old 
proverb, “Don’t put all your eggs in 
one basket.” Life insurance companies 
diversify their investments industrially, 
geographically and by maturity of 
dates. Prosperity of the different in- 
dustries, prosperity of various geo- 
graphical sections of the country have 
to be evened up against each other. 
Diversification of maturity dates adds 





security and liquidity to each of the 
life insurance investments. New money 
from securities can be used by the com- 
panies for meeting disbursements if 
they happen to be heavy at the partic- 
ular moment, making unnecessary the 
sacrifice of securities in the present 
market. The funds may be invested to 
secure the advantage of the high in- 
terest rates either on a short term or 
long term basis. This accomplishes 
something for the individual which he is 
quite unable to do for himself because 
of the smallness of his funds and the 
brief experience with them, while life 
insurance tradition dictates a long 
range policy. 


Fallacies to Local 
Investment Argument 


For the man who replies that he 
knows all about security of life insur- 
ance but that he will invest locally 
where he knows all about the security, 
there is a question what the average 
salaried man can invest in. Before the 
depression the favorite form of invest- 
ment was building and loan association 
shares. Some few of these institutions 
carried through in excellent shape, but 
others were forced into receivership and 
others are now paying on a restricted 
basis. The disadvantage of this form 





Survey Investment Forms 


Limits and Other Practices of Companies on So-called 
$1,050 Contract, Life-Annuity Combination Are Given 





For several years there has _ been 
some interest in and demand for so- 
called investment forms of contracts is- 
sued by life companies. Many com- 
panies have retrenched or withdrawn en- 
tirely from the field of the purely in- 
vestment forms. An inquiry made of 
45 companies by THE NATIONAL UNDER- 
WRITER asking for present practices on 
the investment bonds (or $1,050 con- 
tract guaranteeing 3 percent or 3% per- 
cent interest plus surplus earnings, and 
death or surrender value of $1,000 at 
any time), and the single premium life 
and annuity combination, developed 
some interesting data. 

Practices of companies in this field 
are: 

Minnesota Mutual—Investment bonds, 
maximum limit $2,500 in any 12 months 
period from one applicant or source; 
total $15,000, accepted only from own 
agents; single premium life-annuity 
combination—issued on nonmedical ba- 
sis, maximum limits $50,000 ages up to 
60, $25,000 ages 61 to 65, $15,000 ages 
66 to 85, accepted only from own agents; 
single premium life or endowment lim- 
its, $50,000 ages up to 63, $40,000 age 
64, $25,000 age 65, not issued over 65. 

Home Life, New York—For com- 
bination, necessary to satisfy all usual 
underwriting rules for single premium 
life. Limit, single premium life and en- 
dowment, $25,000 face amount; endow- 
ments for less than 10 years not issued. 

State Life, Indianapolis—Offers sin- 
gle premium, one year endowment at 
premium $1,042.02 per thousand, prac- 
tically only form of single premium in- 
vestment policy offered, for maximum 
limit probably $25,000. At maturity a 
dividend is due and proceeds may be 
left at interest under settlement option. 

Companies writing the life and an- 
nuity combination, with their practices, 
are: 


Sun Life, Canada—Nonmedical, maxi- 





mum limits (each case considered on 
merits), not restricted to own agents; 





single premium life or endowment, lim- 
its (similar practice). 

Equitable, New York—TIs considering 
entire ‘question; not in position to give 
exact rule. 

New England Mutual—Requires ex- 
amination, limit $25,000. 

Phoenix Mutual—Nonmedical, maxi- 
mum limit $55,000, not restricted to own 
agents but limit to outside agents 
$27,500; single premium life or endow- 
ment limit, $55,000. 

Connecticut Mutual—Nonmedical on 
whole life and life annuity plans only, 
maximum limit $300,000 face amount of 
insurance but not over $105,000 pre- 
miums in any 12 months’ period, not 
restricted to own agents; single premium 
life and annuity withdrawn. 

Northwestern National—Nonmedical, 
maximum limit $25,000 consideration, re- 
stricted to own agents, annuity without 
surrender privilege; single premium life 
or endowment limit $50,000 face amount 
if written without annuity. 

Aetna Life—Nonmedical, maximum 
limit $25,000, not restricted to own 
agents; single premium life or endow- 
ment limit, single premium of $50,000 of 
which not more than $25,000 on en- 
dowment of less than 20 years. 

Great-West Life, Winnipeg—Nonmed- 
ical, maximum limit $50,000, limited to 
own agents as a rule; single premium 
life or endowment limit $50,000 face 
amount. Combined single premium life 
and annuity, usual limit combined single 
premium $50,000. If written on $1,050 
basis, non-par, medical usually not re- 
quired; iff participating, medical re- 
quired; annuity always non-par. 

Equitable Life, Iowa—Nonmedical, 
maximum limit $50,000, consideration 
$1,100 per unit, limited to own agents; 
single premium life or endowment, limit 
$200,000. 

Guardian Life, New York—Single 
premium life or endowment issued non- 
medical in combination with single pre- 


‘limited to own agents; 





of investment is that the mortgages 
are made on a high percentage of ap- 
praised value, while life insurance com- 
panies seldom loan over 50 percent of 
the value. The building and loan se- 
curity is concentrated in a single com- 
munity so that if a large local indus- 
try moves a plant and many workmen, 
the demand for houses falls off, values 
deteriorate and foreclosure actions en- 
sue, which spells trouble for the asso- 
ciation. In a great city like Detroit 
the loan institutions had a difficult time 
because of the great curtailment in 
automobile production which meant 
doubling up of families and exodus of 
population. Such things can happen 
any time even with normal economic 
conditions existing elsewhere in the na- 
tion. 


Many Elements of 
Safety in Life Insurance 


There are many other elements of 
safety in life insurance company invest- 
ments, said Mr. McAndless. There is 
a policy of careful selection which 
means that the institution checks fac- 
tors which would be given little weight 
by the individual. In connection with 
utility investments, for example, the life 
insurance company considers the rate 
charged as compared with the national 
average of rates for electric current, the 
percentage of revenue developed from 
gas, street car operation, etc., as a part 
of the total revenue, the amount 
charged for depreciation, the trend of 
population in the community and the 
relationship existing between the utility 
and the public. All these factors af- 
fect values and ultimate security. After 
all this has been done and the security 
is in the portfolio of the company, there 
follow periodic checks to ascertain if 
conditions remain favorable. This is 
called investment management. The in- 
dividual eliminates all this trouble by 
placing his funds in life insurance. 


Large Part of Primary 
Savings Should Be Insurance 


After reviewing the care with which 
life insurance investments are made, 
said Mr. McAndless, no one can deny 
that a large part of the primary savings 
of the individual should be placed in 
life insurance in some form. The pub- 
lic is testifying to its supreme confi- 
dence in life insurance by purchasing 
annuities and single premium policies 
in amounts unthought of a few years 
ago. Premiums are being paid in ad- 
vance and beneficiaries are leaving 
funds in the hands of the companies 
for administration. The performance of 
the life insurance companies during the 
depression years brought confidence. 
The public lost through insolvency of 
life insurance companies only 1% per- 
cent, taking into consideration all the 
major receiverships of the depression. 
In addition to this record of security, 
the companies have paid out during five 
years of depression approximately 60 
percent of their assets at the beginning 
of the period, or $15,000,000,000. 








mium life annuities provided combined 
premium is at least 5 percent more than 
face of insurance and subject to limits: 
Up to age 54, $25,000; 55-59, $20,000; 
60-64, $15,000; 65 and over $10,000. Lim- 
ited to own full-time agents; reserve 
right to further restrictions. 

John Hancock Mutual—Nonmedical, 
maximum limits premium of $54,000, 
single premium 
life limit $50,000. 

Berkshire Life—Requires medical ex- 
amination, maximum limit $25,000, re- 

(CONTINUED ON LAST PAGE) 
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Hope for Decision 
Soon on Big Issue 


Taxable Status of Insurance Es- 
tates of $40,000 and Over 
Is Puzzling 


REVERSIONARY FACTOR 


Decisions Conflict in Cases Where As- 
sured Has Divested Himself of 
Incidents of Ownership 


NEW YORK, June 27.—The unset- 
tled question of the taxable status of 
insurance estates of $40,000 and up 
where the assured retains only a re- 
versionary interest in case the benefic- 
iary predeceases him, is one that is agi- 
tating the minds of a good many upper- 
bracket policyholders, according to Roy 
Plaut of the insurance law firm of Bar- 
nett, Plaut & Schweitzer of this city. 
It is to be hoped, Mr. Plaut said, that 
a clear-cut case covering this issue will 
come before the United States Supreme 
Court as speedily as possible. 

While the Treasury Department’s 
Regulation 80, Article 25, provides that 
such reversionary interest will subject 
such insurance to taxation, there would 
seem to be considerable doubt that this 
regulation will be enforced as written, 
Mr. Plaut said. 

Decisions Conflicting 


Lower federal courts have given con- 
flicting decisions. In the western Ken- 
tucky federal district court it was held 
in the case of Ballard vs. Helburn in 
1933 that where the assured divested 
himself of all incidents of ownership 
except that the proceeds were to be- 
come payable to his estate in case the 
beneficiary died before he did, the pro- 
ceeds were not taxable under the fed- 
eral estate tax law, since, in fact, the 
beneficiary survived him. The court of 
claims, on the other hand, held in the 
case of Industrial Trust Co. vs. U. S. 
that in such a case the proceeds, above 
the usual $40,000 exemption, would be 
taxable. A Massachusetts federal court 
opinion ruled the same way. 

The Commissioner of Internal Rev- 
enue has announced that he will appeal 
the Kentucky case, which went against 
the bureau. It is hoped that this case 
or the court of claims case will go all 
the way to the United States Supreme 
Cows so that the law will become set- 
tled. 

Duke Ruling Is Cited 

The only case which that tribunal has 
decided which is a close parallel to the 
life insurance question concerned the 
Duke estate. This involved an_irre- 
vocable trust established by the tobacco 
king for his daughter, which provided 
that the trust should revert to him in 
case she predeceased him. He died first, 
but the government contended that the 
trust was taxable by reason of his re- 
versionary interest. 

This contention was overruled by the 
lower tribunals and the United States 
Supreme Court affirmed the decision by 
a 4-4 vote, Chief Justice Hughes not 
participating. The closeness of the 
vote makes the case considerably less 
reliable as a precedent than it other- 
wise would be. 

The question, insofar as it concerns 
life insurance hinges upon whether the 
assured has any incident of ownership 
at the time of his death. The Supreme 
Court has already held that the estate 
tax applies only where an incident of 
ownership resides in the assured. 
Whether or not a mere reversionary in- 
terest, which never ripens into property, 
can be held to be such “incident of own- 





On the Program 

















’ . ’ ;' ani ° 
HARRY E. McCLAIN 


Commissioner H. E. McClain of In- 
diana will be one of the speakers at the 
annual meeting of the Insurance Com- 
missioners Convention at Seattle, his 
subject being “New Ideas in Insurance.” 
Mr. McClain had passed in the Indiana 
legislature this year an insurance code 
without any opposition. He is in de- 
mand as a speaker at meetings and ban- 
quets. 








ership” is the qustion which is to be 
determined. The government asserts 
by Regulation 80, Article 25, that it is. 
Taxpayers contend that it is too ten- 
uous and metaphysical to constitute any 
foundation for taxation. 





Life Agents’ Work Helping 


to Curb Paternalism Trend 





STRESSES INDIVIDUALISM 





General Agent McNally of Massachu- 
setts Mutual in Inspirational Talk 
to Chicago Association 





American life insurance agents are 
helping the country to solve the greatest 
problem before it—that of the persistent 
effort of demagogues and persons of so- 
cialistic tendencies to make the govern- 
ment paternalistic—by helping the peo- 
ple to stand on their own feet, Frank T. 
McNally, general agent of the Massa- 
chusetts Mutual in Minneapolis, told the 
Chicago Life Underwriters Association. 
He said America is spiritually tired and 
ill, of drab materialism, of radio epithets 
and denunciation, of envy, jealousy and 
covetousness parading under the guise 
of idealism. 

“We shall not be saved by raiding the 
public treasury,” Mr. McNally said. “The 
time has come for a revival of patrio- 
tism. Our souls are not dead; they are 
just plastered over with the muck of 
promises that all of us can be made rich 
by pillaging each other.” Mr. McNally 
said he would not trade the American 
social system for that of Russia, Ger- 
many or Italy; that he does not want to 
be a meaningless cipher in a socialistic 
state. 

The five interdependent pillars of so- 
ciety in this country, government, 
church, school, home and life insurance, 
if they should fall would carry the coun- 
try with them. Mr. McNally said he was 
seriously disturbed at the apathy of 
Americans who sit back and watch the 
effort of demagogues and parlor pinks 
to take away the rights that, our fore- 
bears fought for. 

(CONTINUED ON PAGE 9) 








ment. 


Independence Square 





Don’t Believe Him! 


The improvement in business is spreading money over 
wider and wider areas of the country, making it possible 
for men and women to mend their broken life insurance 
estates, and for those who have never owned any life in- 
surance to make at least a moderate start. The depression 
hasn’t entirely gone, of course. 
gone, and everybody need not have plenty of money, for life 
underwriters to get their share of the improvement. 


“I have no money” was the depression’s phrase. Every 
underwriter today would be wise if he disbelieved that 
statement, in every case, unless or until his prospect, if he 
can be induced to talk, has proved its truth. Numerous 
prospects who now have money are still, from depression 
habit, declaring that they have none. 
writers, through the depression habit of believing the state- 
ment, are missing their share of an indisputable improve- 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


It need not be entirely 


And many under- 


Philadelphia 


Lincoln National’s 
Honor Men Gather 


Business Session at Home Office 
Followed by Lake 
Cruise 


HALL DISCUSSES FUTURE 


Dern Reports Sharp Increase in Busi- 
ness—Lapses Down—Investment 
Forms More Popular 


More than 300 honor salesmen gath- 
ered at the home office of the Lincoln 
National Life in Fort Wayne, Ind., this 
week for the lead-off business meeting 
of the company’s 30th anniversary con- 
vention and lake cruise. While the con- 
vention is of a special jubilee nature and 
is devoted largely to a pleasure cruise 
of the Great Lakes the remainder of the 
week, the business session was outstand- 
ing in the material presented. 

A. L. Dern, vice-president and man- 
ager of agencies, presided at the morning 
session and introduced as the lead 
speaker, President Arthur F. Hall, who 
set a new theme for sales convention 
talks. “You not only have a right to 
question your future security with the 
Lincoln National Life,’ Mr. Hall said, 
speaking on ‘Organized for the Future’; 
“it is your duty to examine the ques- 
tion thoroughly. Your future security 
is of far greater importance to you and 
your dependents than is the rate of 
commission you receive.” Mr. Hall ex- 
plained in detail the management poli- 
cies of the company that secure the 
future of the salesmen. 

Mr. Dern reviewed the sales activities 
for the past year. “Although we have 
only 10 percent more agents under con- 
tract at the close of this club year than 
we had a year ago,” he said, “yet there 
were 81.2 percent more qualified club 
members in 1935 than in 1934, and these 
clubmen produced 86.9 percent more 
business than did the clubmen a year 
ago. Your production for the first five 
months of this year is greater than that 
of any similar period in the history of 
the company, excepting only 1930 and 
1931.’ 


Improvement in Lapses 


Mr. Dern called attention to an im- 
provement of 16.8 percent in first year 
lapses this year. A decrease in the pro- 
portion of ordinary life policies sold was 
reported while endowments showed an 
increase both in number and amount, 
as did endowment annuities. Term and 
life expectancy policies showed decreases 
in the proportion sold. 

_Life insurance as an investment was 
discussed by A. J. McAndless, first vice- 
president. He called attention to many 
new and startling examples of the fu- 
tility of attempting individual manage- 
ment of personal finances. 

Increases in the company’s holding of 
marketable securities were reported by 
E. C. Wightman, vice-president, in dis- 
cussing his subject “Our Investment 
Outlook.” “In 1934 our holdings of 
marketable securities increased by $11,- 
128,000 and up to June 18 of this year, 
we had added $6,949,000 more to our 
portfolio,” he said. “On May 31, our 
investment in marketable securities to- 
talled $23,533,000 including $5,468,000 in 
bonds of, or secured by, the United 
States government, while our total in- 
vestment in real estate mortgages was 
$29,255,500.” 

Commissioner H. E. McClain was a 
guest speaker, An inspirational address, 
“Its Name Indicates Its Character,” was 
delivered by Dr. Louis A. Warren, di- 
rector of the Lincoln National Life 
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IHinois Code Again Fails 
to Get Through the Senate 





FINAL ROLL CALL POSTPONED 





Bill Held on Calendar in Order to 
Round Up Enough Votes 
for Passage 





SPRINGFIELD, ILL., June 27.— 
The second attempt to pass the insur- 
ance code in the state senate failed 
Wednesday when only 15 affirmative 
votes and 14 negative votes were cast 
on the measure. Rollcall was again post- 
poned to make possible another attempt 
at passage before the close of the ses- 
sion Saturday night. 

Defeated a week ago when only 20 
affirmative votes were cast for it in the 
senate, the bill was held on the calendar 





for another effort at passage by post- 
ponement of roll call before the result 
was announced, and since then sponsors 
have been endeavoring to line up enough 
votes to assure its success. The bill has 
passed the house. 


American National Convention 


The subjects to be discussed at the 
American National’s thirtieth annual 
convention in Galveston, July 17-19 are: 

History and progress of the company. 

Life insurance as an institution and 
the part it plays in the social security 
program in every community with every 
family and every individual. 

The life insurance man’s practical 
qualifications, character, attitude, ability, 
effort and enthusiasm. 

Essentials of debit control, quality pro- 
duction, low arrears and high advance 
pay. 
The value of good will and prestige: 
how attained, maintained, and retained. 

Present line-up and future possibilities 
in the business. 





Successes Are Earned 


Institutions, like men, attain high 
place and sound reputation on 


their records. 


The Prudential’s fundamen- 


tal 


duty is prompt payment 


of 


this this Company’s abil- 
ity toprovide for EVERY 
LIFE INSURANCE 
NEED and its success is 


not surprising. 


Brokers find Prudential Or- 
dinary Agencies prepared 


to 


cooperation. 





Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office . 


ideal is that its first 


claims. Couple with 


offer them complete 


Newark, New Jersey 








me 


j New Director ~ 




















W. D. EULER, M. P. 


W. D. Euler, formerly minister of 
national revenue in the Canadian gov- 
ernment, has been elected a director of 
the Dominion Life of Waterloo, Can. 
He is a director of the Economical Fire, 
president of the “News Record,” pub- 
lisher of the Kitchener “Daily Record,” 
and is a former president of the Kitch- 
ener Board of Trade. He now repre- 
sents the constituency of North Water- 
loo in the Canadian House of Commons. 
He was first elected to the House in 
1917 and was reelected in 1921, 1925, 
1926 and 1930. In 1926\ he was sworn 
of the Privy council and appointed min- 
ister of national revenue in the King 
cabinet. He is one of the outstanding 
men of Canada. 








J. P. Sullivan Loses Out in 
His St. Louis Libel Suit 


The Missouri supreme court at Jeffer- 
son City set aside the $20,000 libel suit 
judgment awarded by a jury in the St. 
Louis county circuit court at Clayton, 
Mo., to James P. Sullivan, former St. 
Louis general agent for the Lincoln Na- 
tional Life and now a life insurance con- 
sultant in Chicago, against S. L. Mor- 
ton, general agent for the Connecticut 
Mutual Life at St. Louis. The original 
verdict of the jury awarded Mr. Sul- 
livan $10,000 actual and $15,000 punitive 
damages, but the trial judge reduced the 
total verdict to $20,000. 

The suit was based upon a letter that 
Mr. Morton wrote to an official of the 
Lincoln National Life complaining 
about Mr. Sullivan’s sales methods in 
competition with agents of other com- 
panies. In the letter the word “twist- 
ing” was used. Mr. Sullivan contended 
that this letter was responsible for the 
subsequent cancellation of his general 
agency contract with the Lincoln Na- 
tional. 

His suit originally named both Mr. 
Morton and the Connecticut Mutual as 
co-defendants, but the trial judge sus- 
tained a demurrer of the defense elim- 
inating the company from the case, but 
turned down a similar demurrer offered 
on behalf of Mr. Morton personally. 
Judge Frank of the supreme court, who 
wrote that court’s opinion in the case, 
held that the St. Louis county circuit 
court erred when it failed to sustain 
the demurrer to the evidence offered on 
behalf of Mr. Morton. 





Defer Action on Receivership 


Action on the petition for receiver- 
ship for the Bankers Life & Casualty of 
Chicago, an assessment concern, has 
been postponed until Monday in view of 
the fact that the company has taken 


Custodianship Plan Likely 
Solution for Detroit Lif, 





HEARING IS SET FOR JULY , 





Policyholders Strongly Favor Mutual. 
ization, Company Officials Claim— 
Wade Now in Charge 





As the time approaches for the hear 
ing on the various proposals for handling 
the business of the Detroit Life, the so- 
called custodianship plan, which is be- 
lieved to be favored by the Michigan 
insurance department, appears to have 
the best chance. However, its accept- 
ance is far from being assured. The 
hearing is scheduled to be held July 1, 

The custodianship plan was drafted 
some time ago by W. O. Menge, as- 
sistant professor of mathematics and 
insurance at the University of Michigan, 
and by J. E. Reault, actuary of the 
Michigan department. 

Under this arrangement, the Detroit 
Life would be operated by the insurance 
department as a sort of custodian-man- 
ager. 

Plan for Mutualization 


The management of the Detroit Life 
favors the mutualization plan. J. 
Crume, who was the first receiver of 
the Chicago National Life under direc- 
tions to turn the business over to the 
Pacific States Life, and has sought rec- 
ognition in various other receiverships, 
has been in Detroit for some time in 
behalf of a mutualization plan which he 
has worked out. Under that plan, the 
present management of the Detroit Life 
would be retained. It is understood that 
the scheme does not make a place for 
Crume in the management of the com- 
pany, but that he would merely be paid 
a fee for suggesting the plan. 

Then there are several companies 
which have indicated an interest in re- 
insuring the business with lien or taking 
it over on a management basis. Of these, 
the most serious contender is the life 
Insurance Company of America, for- 
merly known as the American Insurance 
Union, Inc., of Columbus. The principal 
factor in this company is the American 
Conservation Company of Chicago. H. 
G. Shimp, president of the Conservation 
Company, and Captain W. R. Baker, 
former Kansas insurance commissioner, 
have been in close touch with the De- 
troit Life situation for some time. 


Other Companies Interested 


Other companies interested include 
the Lincoln National Life, United Mu- 
tual Life of Indianapolis, Service Life 
of Omaha, North American Life of 
Chicago. 

The order entered by the Ingham 
county circuit court at Lansing, appoint- 
ing Commissioner Ketcham as receiver 
for the Detroit Life, was unique. In- 
stead of cutting off all activities of the 
company as of the date of the receiver- 
ship and fixing the rights of everyone 
as of that date, the commissioner was 
empowered to operate the company, 
paying death claims, annuities, disability 
benefits and matured endowments. 
Heretofore, in receiverships, no bene- 
fits could be paid during the interim 
between the appointment of a receiver 
and the disposition of the business. 
Sentiment among the policyholders of 
the Detroit Life is strongly in favor of 
mutualization according to President 
John A. Reynolds. More than 6,500 pol- 
icyholders have replied to a question- 
naire and 93 percent of the replies have 
favored mutualization, he said. 

Ralph Wade, who is scheduled to 
leave the Michigan department July 1 
to become controller of the Michigan 
Mutual Liability, is temporarily repre- 
senting the department at the head office 
of the Detroit Life. 








Funds have been placed in escrow to be 
contributed to the company if; certain 
conditions are complied with. Possibly 
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a merger may be arranged. 
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LIFE INSURANCE EDITION 











Gives Some Thoughts on 
Life Insurance Publicity 


rr 











EUSTACE A. BROCK 


Eustace A. Brock, secretary of the 
Great West Life of Manitoba, in a talk 
before the Canadian Life Agency Offi- 
cers in Quebec, gave some thoughts on 
advertising. He spoke in part as fol- 
lows: 

“T maintain that we do not need to 
say in our advertising, ‘Buy a policy’ to 
induce people to buy. More than that, I 
believe that by doing so we weaken our 
approach and our influence. At once we 
bring our advertising into direct conflict 
and competition with the thousands of 
other advertisements that are all frankly 
published to sell something. Why invite 
this competition? Let us rather induce 
the desire for what we have to sell by 
an effective story, constantly reiterated 
in many different ways, of the intimate 
place life insurance should have in the 
plans, the lives, the ambitions, of the 
individual man and woman. Our sales- 
men will do the rest. They will bring 
to a focus in the particular case, all the 
specific arguments that are applicable to 
the needs of that case and will, as I 
mentioned before, reduce the generality 
of the appeal to the particular individual 
and will show him the essentiality of 
life insurance, not to the world in gen- 
eral, but to himself. 


Job Is to Establish Buying Habit 


“The job of advertising is to estab- 
lish a buying habit without reference to 
each day’s specific offering. This is true 
even of department store advertising and 
much more so of life insurance. To try 
to sell special policies or isolated ideas 
by advertising seems to me like pressing 
so hard to carry the green that we dub 
the shot altogether. 

“One difficulty here, and probably the 
chief reason why this has not been done 
more in the past and is not being done 
more at present, is the pressure from 
the field and from executives who are 
more closely in touch with the salesmen 
than they are with modern advertising 
thought and practice. 

Show Value as Property 


“However, no matter what the par- 
ticular message may be, as long as it 
gives the picture of a well-administered, 
carefully conducted business that is of 
benefit to mankind, it will accomplish 
its mission. It is of relatively little mo- 
ment whether your advertising contains 
a coupon or not; whether it treats of the 
daily happenings in the lives of your 
policyholders or of other matters that 
are close to their own interests. The 


important thing is to keep on delivering 


a message that will tell the people all 
across the country that life insurance is 
the most valuable property they can 
own.” 





Recruiting Problem of 1935 
Viewed by Research Bureau 


NEW BOOK GIVES ANSWERS 








Analysis Made of Reasons Why Men 
Hesitate to Enter Business 
This Year 





HARTFORD, CONN., June 27.— 
Without attempting to gloss over any 
unpleasant realities, the Life Insurance 
Sales Research Bureau’s new _ book, 
“How to Present the Job,” goes to the 
heart of the recruiting problem, analyzes 
present difficulties and suggests possible 
ways out. 

Very illuminating is its analysis of the 
reasons why men don’t want to come 
into the business: 


Other Important Reasons 


1. Financial: (a) a commission plan 
looks uncertain; (b) he has no funds to 
carry himself during the first months; 
(c) he cannot lower his living standards 
to meet his probable income. 

2. Personal: (a) fear of loss of social 
prestige—a feeling that life insurance 
agents are regarded as “pests;” (b) 





lack of confidence in ability to handle 
a completely new job. 

3. Business: (a) lack of sufficient pros- 
pects; (b) too many who have tried the 
business have failed, indicating some- 
thing “funny” about the business or else 
that it is extremely tough; (c) crowding 
in the field, because of too many com- 
peting companies. 

4. Outside: wife 
against the idea. 

5. Manager: (a) overanxious to hire 
the prospective agent; (b) over-enthu- 
siasm causes him to exaggerate the 
profit possibilities; (c) perhaps some un- 
fortunate personal characteristic of the 
manager prejudices the prospective 
agent, or he fails to present facts clearly, 
attractively and convincingly. 

The possibility of being able to offer 
a salary to the new man is mentioned, 
although it is conceded that the desir- 
ability of such an arrangement is de- 
batable. 


and friends are 


Bankers of Nebraska Appointments 


H. M. Van Hemert has been appointed 
general agent of the Bankers Life of 
Nebraska at Waterloo, Ia., covering five 
counties. S. T. Byerley, who has been 
with a Canadian company nearly five 
years, is appointed general agent in De- 
troit. 








Enthusiastic Response to 
Effort to Elect Patterson 











Enthusiastic response from many sec- 
tions of the country to the announce- 
ment of a special committee of the Chi- 
cago Association of Life Underwriters 
that it was seeking to crystallize senti- 
ment in favor of electing A. E. Patter- 
son, Chicago general agent Penn Mu- 
tual, as vice-president of the National 
Association of Life Underwriters at its 
Des Moines meeting, was reported at a 
session of the special committee of the 
Chicago association held this week. 
Telegrams, phone calls and letters were 
received from many leaders throughout 
the country, supporting the effort, ac- 
cording to P. B. Hobbs, agency man- 
ager Equitable of New York in Chicago 
and chairman of the committee. E. B. 
Thurman, general agent New England 
Mutual, is co-chairman. 


R. J. Learson Married 


R. J. Learson, Jr., associate actuary 
of the Western & Southern Life, was 
married June 22, to Miss Harriet Mc- 
Kenzie Grever of Cincinnati. Mr. Lear- 
son and his bride will spend their honey- 
moon in Bermuda. 





your record is right— 


§ 
§ 
§ 
§ 
§ 


Interested? 


Not too big to know 
Big enough to command respect anywhere 


Then ask for our FACTS booklet! 


Want to “Go Places” — 
and Do Things”! 


If you have an ambition to have a General Agency of your own — we offer — if 


§ A Liberal General Agency Contract— 
§ A’ Financing Plan for the Agency— 
§ A Plan for Financing your men— 
§ Unique Sales Helps— 
§ A Policy for every purpose— 
juvenile, women, group, wholesale, etc. 

§ A tested Organized Selling Plan 
A detailed plan for finding—training men 
A unique supervisory system 
Accounting methods for your office that tell you just 

where you're heading 
An understanding, cooperative, sympathetic Home Office 
An old, substantial, Mutual Company—over 50 years— 


you 





Harold J. Cummings, Vice President 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Social Security Bill’s Fate 
Is Being Closely Watched 


BIG INTEREST IN INSURANCE 





Clark Amendment Excepting Private 
Plans Satisfactory; Black Change 
Considered Complicating 





NEW YORK, June 27.—Companies 
writing group pensions are following 
with intense interest the fate of the so- 
cial security bill, which is now in the 
hands of a joint conference committee 
of the senate and house, having passed 
the senate last week with amendment 
providing for exemption of private pen- 
sion plans up to the government stand- 
ard of liberality. 

While the Clark amendment which 
provided this exemption is eminently 
satisfactory to pension-writing com- 
panies, the later addition of the Black 
amendment, specifying that a corpora- 
tion may not have its pension fund with 
an insurance company if any officer, di- 
rector or shareholder of the insured 
company is an officer, director or share- 


| There appears to be a pretty good 
‘chance that the needlessly complicating 
provision against interlocking sharehold- 
ers will be eliminated in committee. The 
ban on interlocking officers and direc- 
tors is likely to remain, but it would 
cause comparatively little confusion. 

The Clark amendment, which insur- 
ance companies are anxious to see in- 
cluded in the final version of the meas- 
ure, has several hurdles to surmount be- 
fore it can be regarded as a sure thing. 
The conference committee must approve 
it. Then it must go to the senate for 
another vote in its revised form, and to 
the house, which has not yet considered 


it. 

Of the five senators on the joint con- 
ference committee, three are known to 
be favorable to the Clark amendment. 
They are Senators King of Utah, Keyes 
of New Hampshire, and George of 
Georgia. Opposed to it are Senators 
Harrison of Mississippi and LaFollette 
of Wisconsin. 

Of the five house conferees, two, Rep- 
resentatives Treadway of Massachusetts 
and Bachrach of New Jersey, presum- 
ably are for the Clark amendment. The 
attitude of Representative Cullen of New 
York is not definitely known, while Rep- 
resentatives Doughton of North Caro- 
lina and Hill of Washington, being ad- 





holder of the insuring company meets; 
with less favor. 


ministration men, probably would be 
against the amendment. 











INSURANCE 
COMPANY 


NATIONAL LIFE 








HOME OFFICE 
MONTPELIER 


VERMONT 





PURELY MUTUAL 





ESTABLISHED 1850 


The first life insurance agency in the 
history of the business to achieve the 
distinction of writing and paying for a 
billion of insurance since its organiza- 
tion is the Edward A. Woods Agency, 
the Equitable of New York general 
agency at Pittsburgh. The agency was 
established Nov. 1, 1880. Up to Dec. 
31, 1934, covering a span of a little over 
54 years, the ordinary insurance paid for 
by its salesmen, excluding all group in- 
surance, totaled $985,588,483. Production 
figures just released by the Equitable 
show that with new insurance of $15,- 
322,579 paid for the first five months, 
the agency has passed the one billion 
mark in total ordinary insurance written 
since its inception. This is exclusive of 
a large amount of group insurance. 

The agency was organized in 1880 by 
Dr. George Woods, who continued it 
for several years. In 1890, Edward A. 
Woods, who had worked in the agency 
from the beginning, succeeded to the 
management and through his enterprise 
and underwriting genius developed the 
largest life agency in the world. For 
over 25 years it has been the Equitable’s 
leading production unit. In 1911, the 
agency was incorporated as the Edward 
A. Woods Company, continuing to oper- 
ate as a general agency for the Equita- 
ble. Upon the death of Edward A. 


Woods Agency Has Paid — 


for a Billion in Insurance 





WILLIAM M. DUFF 


Woods in 1927, William M. Duff, who 
had been associated with him for many 
years, succeeded to the presidency. 
Under his direction, the agency has con- 





tinued to expand. 








Decides N. Y. City Tax Can’t 
Be Deducted from State Tax 


ALBANY, June 27.—In a decision 
that may result, it is feared, in retalia- 
tion by other states, Attorney General 
Bennett has upheld Governor Lehman 
by declaring that stock companies do- 
ing business in New York state must 
pay the full state levy, without regard 
to the local tax imposed by New York 





ity. 

The effect of the decision is. to add 
thousands of dollars in revenues to the 
treasury of the state, since some com- 
panies had begun to deduct the New 
York City. tax on insurance premium 
collections from the total taxable 
amount. 

Under the decision out-of-state stock 
companies must pay all taxes levied by 
this state, which invariably equal those 
imposed by other states upon New 
York companies. In addition despite 
the retaliatory section of the New York 
law out-of-state companies doing busi- 
ness in New York City must continue 
to pay whatever emergency levy that 
city makes upon premium collections. 

In a communication, the New York 
department said it feared “such an opin- 
ion might be cause for retaliation on the 
part of taxing officials of the home 
state of each company and against all 
New York domestic companies doing 
business in that state.” 

In theory New York state taxes 
every foreign company about what the 
home state of that company taxes New 
York state companies doing business 
therein. 

The matter of deductions for mu- 
nicipal taxes came before Attorney 
General Bennett in an inquiry from the 
insurance department, which felt that 
a deduction by the companies to meet 
the New York city taxes “gives to the 
city a tax that should properly come 
to the state.” 


Launch New Spokane Company 


The Mutual Service Life of Spokane, 
Wash., has filed articles of incorporation 
and also made application for license 
from the Washington department. It 
plans to operate as a legal reserve com- 
pany on the American 3% percent basis. 





Report J. H. Johnson Named 
Mississippi Commissioner 


JACKSON, MISS., June 27.—Accord- 
ing to reports emanating from the office 
of Governor Conner, J. H. Johnson of 
Clarksdale has been named commis- 
sioner of Mississippi to fill the unexpired 
term of the late George D. Riley, which 
will expire Jan. 1, 1936. Mr. Johnson is 
one of three charter members of the Mis- 
sissippi Association of Insurance Agents, 
and is in Mexico City this week. It is 
said that he agreed not to enter the race 
for the four year term beginning Jan. 1, 


935. 

Shelby Pickett of Hattiesburg, local 
agent, and close ally of Governor Con- 
ner, will probably be a candidate. He is 
at present a member of the Mississippi 
insurance commission. Other candidates 
likely to announce this week are J. B. 
Stirling and T. D. Davis, of Jackson, and 
Paul L. Gaston, Hattiesburg local agent. 
They will have four weeks to file with 
the Democratic executive committee. John 
S. Williams, III, Yazoo City, national 
councilor for Mississippi, is also men- 
tioned as a strong possible candidate. 








Tax Boosts Would Increase 


Demand for Life Insurance 





NEW YORK, June 27.—Increases in 
estate and inheritance taxes as proposed 
by President Roosevelt will create a 
greater demand for life insurance, ac- 
cording to an interview with Leon Gil- 
bert Simon, former president New York 
City Life Underwriters Association, in 
the New York “Sun,” in which Mr. 
Simon denied a statement by David 
Lawrence in the previous day’s “Sun” to 
the effect that higher estate taxes would 
cause cancellation of life insurance and 
a lessened demand for new coverage. 
“Every time estate and inheritance 
taxes in the country have been increased, 
life insurance for protecting estates 
against such forms of taxation took a 
decided spurt forward,” Mr. Simon 
stated. 








Towles, L. C. Harrison, C. H. Easter, 
A. A. Christensen, C. A. Isaacs, R. A. 





Among the incorporators are Therrett 





Bankson and A. H. Syverson. 
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Littlejohn and Three Aids 
Named in U. S. Indictments 


NATIONAL AID SOCIETY MEN 








Concern Had Illinois, Texas and Louisi- 
ana Headquarters and Indiana- 
Colorado Charters 





SPRINGFIELD, ILL., June 27.— 
Four Springfield insurance men of prom- 
jnence are due to go on trial in U. S. 
district court here on charges of using 
the mails to defraud as a result of a 
grand jury investigation here last week 
into their activities while at the head of 
the National Aid Society. All four are 
out on bond of $5,000 each pending an 
appearance here Aug. 1 before Federal 
Judge Briggle. 

The four are: A. C. Littlejohn, for- 
mer secretary of the company; Henson 
C. Ronison, a former vice-president; 
Hugo W. Greb, former treasurer; and 
Frank A. Auten, former president and 
claim adjustor. 


Ramifications Are Widespread 


The case is widespread in its ramifica- 
tions in that the “society” has had a 
membership of as high as 130,000, be- 
cause the company, while having its 
home offices in this city operates under 
a charter issued in Indiana and also a 
charter issued in Colorado; and because 
recently the National Aid Society was 
sold to a Louisiana man, who since has 
resold it to a group of Texans. 

The membership, while previously hav- 
ing reached a “high” of some 130,000, 
now ranges between 60,000 and 100,000, 
postal authorities said. It is made up 
for the most part of old persons, some 
of them almost 80 years old, and with 
the average age being very near the 70 
mark. 

Littlejohn, whom postal authorities 
said was the “brains” of the society al- 
though he is given only the rank of sec- 
retary, and his associates were charged 
in the indictment, a voluminous affair 
containing 38 pages and containing 12 
distinct counts, with permitting appli- 
cants to accept the by-laws of the “so- 
ciety” without knowing what they were. 


Aged and Infirm Members 


Charges were made also that the men 
had urged the “aged and infirm to sub- 
scribe,” giving them the impression they 
were insured when in reality there were 
ae ener to be had, federal officials 
said. 

The National Aid Society, also known as 
the Indiana society, was chartered in In- 
diana in July, 1932. Likewise the National 
Aid Society also known as the Colorado 
society, was chartered in Colorado. The 
home offices were set up in Springfield, 
however, with the company taking over 
a half floor of office space in the Myers 
building. 

The indictment sets forth that the 
original charters characterized the Na- 
tional Aid Society as a not-for-profit or- 
ganization, but that in reality the officers 
of the company set aside “huge sums’ 
for themselves as salaries, bonuses, fees, 
and expenses. 

_ Postal inspectors declared that Little- 
john’s income each year from the “so- 
ciety’ was “at least $50,000, and that 
the other principals got at least $10,000.” 


Few Svits Started 


It is charged that the “society” solic- 
ited very! little business in Illinois, but 
solicited elsewhere, that disappointed 
beneficiaries and members did not take 
legal steps against it because of the dis- 
tance and expense involved, and because 
the amount of money involved was com- 
paratively small. 

On April 12, the National Aid Society 
was sold to Dudley J. LeBlanc, LaFayette, 
La. The “society” had maintained a 
staff of 50 in this city, and with its sale 
to the Louisiana man, the society’s force 
was reduced to 17, most of them going to 
Louisiana. 

In the meantime, however, the Na- 


tional Aid Society had been sold to a 
group in Orange, Tex. 

When the society was sold tc 
LeBlanc, the federal investigators said, 
the local group was to have received 
$130,000. 


Revival in Mortgage Loan 
Activities in N. Y. Is Seen 


NEW YORK, June 27.—While the 
mortgage loans of insurance companies 
reporting in New York have dropped 
by about $1,600,000,000 since 1931, and 
the combined mortgage and real prop- 
erty holdings of the large companies 
have decreased by about 4 percent, it is 
encouraging that during the past few 
months the tide has turned and the life 
companies are increasing their propor- 
tionate investment in first mortgage se- 
curities, Superintendent Pink of the 
New York department told members of 
the Associated Real Estate Boards of 
metropolitan New York this week. 

“The greatest deterrent to the re- 
vival of the real estate and mortgage 
market is uncertainty,” said Mr. Pink. 
“Part of this uncertainty is beyond our 
control. We do not know what a 
$10,000 mortgage of today’s dollar 
standard will be worth six months or a 
year from now.” 








Make $950,000 Offer to End 
Continental Life, Mo., Deal 





GENERAL AMERICAN PROPOSAL 





Co-receiver Files Petition in Federal 
Court Declared to Be Fair 
to Policyholders . 





ST. LOUIS, June 27.—Federal Judge 
C. B. Davis has continued until further 
hearing today a petition filed by Massey 
Wilson, co-receiver for the International 
Life, asking authority to accept $950,000 
cash from the General American Life 
in full release of any liability it may 
have assumed when it took over the 
Missouri State Life, which reinsured the 
International Life in 1928. Superintend- 
ent O’Malley, co-receiver, was present 
but did not participate in the proceed- 
ings since he is also liquidating officer 
for the Missouri State Life.He plans to 
file a similar petition in the St. Louis 
circuit court today for advice whether 
the contract should be approved. 

If the courts approve the proposal, 
the $950,000 payment would enable the 
General American to terminate its con- 
tract with the International Life and any 





profits made on the old International 
Life business and assets in future would 
go to the benefit of the Missouri State 
Life account. In negotiations prior to 
acceptance of the $950,000 offer by Re- 
ceiver Wilson on behalf of the Interna- 
tional Life the contract with the Mis- 
souri State was estimated to be worth 
upwards of $3,000,000. On that basis 
the potential profits for Missouri State 
policyholders under the settlement is 
$2,050,000. 

The $950,000 payment will permit 
immediate liquidation of the old Inter- 
national Life and holders of its 37,500 
shares of stock will receive slightly more 
than $22 per share. They have hereto- 
fore received liquidating dividends total- 
ing $4 a share. Par value of the stock 
was $25 a share. The International 
Company, a holding concern, for which 
Wilson is also receiver, held 23,000 
shares of the life company stock. 

Wilson told Judge Davis that the In- 
ternational Life policyholders are thor- 
oughly protected under the contract be- 
tween the General American and Mis- 
souri State and would not be affected ad- 
versely by approval of the petition. 

Jess G. Read, Oklahoma commissioner 
and George Graham, president Central 
States Life, testified they regarded the 
$950,000 offer fair and an excellent com- 
promise of issues involved. 




















OX pth a> ie Crcceptions 


We had no idea when we published the booklet, “The Making of a 
General Agent”, that it would cause the controversy and comment 
which has ensued. 


More than one person who has read the booklet has pointed out notable 
exceptions of successful General Agents whose careers are a contra- 
diction to the principles set forth in this booklet. 


Of course there are exceptions—We can also point out the case of the 
man who at forty was declined Life Insurance because of a heart mur- 
mur and high blood pressure and who is hale and hearty at eighty-five. 
The exception, however, does not prove anything. 


In spite of the exceptions, we are convinced that the chance for success 
in General Agency work is tremendously enhanced by the definite and 
concrete plan for training and preparation that is set forth in this booklet. 
It was prepared primarily for the information of those men in our organi- 
zation who are interested in future General Agency activity. 


If you have not had a copy and would be interested in seeing one, we 
should be glad to send it upon request. 


ADDRESS C. C. 


PULTON,: Ri, 


AGENCY VICE PRESIDENT 


HOME LIFE INSURANCE COMPANY - 256 BROADWAY - NEW YORK 
Ethelbert Ide Low, 
Chairman of the Board 


James A. Fulton 


President 
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Investment Phase 
Is All Important 


(CONTINUED FROM PAGE 1) 


ago and now in the portfolios of the 
companies are selling at prices which at 
the market mean a yield of less than 3 
percent. 

In spite of the declining interest yield 
of the last few years, all executives are 
convinced that there is no immediate 
cause for any life insurance man becom- 
ing unduly excited in fear of the future. 
While the interest rate is the basis of 
the entire life insurance structure in its 
reserve calculations, nevertheless there 
are so many other safety factors includ- 
ing expense loadings and mortality sav- 
ings that could be changed and always 
there is a possibility of the use of sur- 
plus. Use of none of these possibili- 
ties, however, would compensate in a 
long period for a substantial decrease 
in interest rates. There is no evidence 
at the moment that the companies need 
enter upon any violent adjustments be- 
yond those which have already been 
taken by many companies in changing 
the reserve basis. 

The annuity and single premium busi- 
ness has given investment officers the 
severest headaches because as one ex- 





pressed it, “The moment that money 
comes into our possession, I know that 
minute by minute the interest earnings 
on the amounts are being added to our 
liabilities as relentlessly as the passing 
of time, and that, regardless of what we 
may be earning with the money.” It 
is this factor, he said, which sometimes 
makes it difficult for executives of other 
financial institutions to grasp the para- 
dox that a company can have too much 
money coming in. The banker who is 
responsible for savings account interest 
is in an understanding position. But in 
most businesses, there is no accumulat- 
ing obligation beyond the original 
amount received incurred merely by the 
passage of time. In a fire company, for 
instance, any return on the investments 
is gain and there is no growing liability 
incurred by possession only. On the con- 
trary, the liability grows less. It is ex- 
tremely difficult for any well-trained 
business man to reject proffered money. 
But the companies in self-defense are 
having to discourage the receipt of large 
single sums. 


A. G. Kleinert, a prominent life man 
affiliated with the San Francisco branch 
of the Travelers, died Sunday night 
after a long sickness. He was active in 
association, civic and fraternal organ- 





ization affairs. 














“Do You Want to Grow? 


{IF SO, THIS SHOULD INTEREST YOU} 


We Have 
* Ample Resources 


Ratio of Assets to Liabilities . . . . 121.94% 


* Tools in Our Kit 


A complete set of up-to-date policy con- 
tracts for men, women and children. 


Exceptionally low premium rates showing 


low net costs. 


* A Complete Development Plan 


A complete plan for Agency development 
built and directed by experienced fieldmen. 


* A New General Agent’s Contract 


that is unusually interesting, 


WE ARE HARD TO PLEASE 


If you have a better than average record and 
are ambitious to build a successful General 
Agency with a purely mutual Company, we 
offer you an opportunity to sell yourself to us. 





§ PROTECTIONH. 
ax SECURITY | 


LICENSED IN TWENTY-FIVE STATES AND THE DISTRICT OF COLUMBIA 


Direct your letter to 


A. B. OLSON, Manager of Agencies 


GUARANTEE MUTUAL 
LIFE COMPANY 
OMAHA, NEB. 


Organized 1901 


Federal Annuity 
Scheme Is Killed 


(CONTINUED FROM PAGE 1) 


with private insurance companies at the 
expense of the taxpayer. 

“On the other hand, if the premium 
charge recognizes the actual cost of the 
annuity, including administration ex- 
pense, the rate cannot be more favor- 
able than that charged by private com- 
panies. In such event annuitants will 
probably purchase their contracts from 
private companies in order to have the 
additional advantage of the personal ad- 
vice and counsel of the field represen- 
tatives of those companies, which expe- 
rience has proven to be necessary and 
valuable. 

“Surely, we have accumulated experi- 
ence sufficient to indicate that those for 
whom annuities are chiefly intended, in 
order that they not be a public charge 
in old age, will not voluntarily avail 
themselves of this opportunity. On the 
other hand, those who are very likely to 
take advantage of Title 11 are those 
thrifty individuals throughout our com- 
munities who are not at all likely to 
become public burdens in their old age, 
but who will use the treasury annuity 
if the premium is favorable, after they 
have been educated to the value of this 
provision for the future through the 
educational efforts of the field represen- 
tatives of private companies. 


Connecticut General Experience 


“We have no desire to be critical of 
efforts to provide for social welfare on 
a practical basis, but we submit that the 
operation of Title 11 in actual practice 
will result in competition with private 
business which has made great contri- 
butions to the welfare of the country.” 
The senator also quoted from a report 
submitted by the Connecticut General 
Life denying that small annuities are not 
available and suggesting that if the gov- 
ernment feels impelled to issue such pol- 
icies the maximum of $100 per month be 
reduced substantially and the annuities 
limited to citizens not covered under 
federal old-age benefits. 

“Not only have the life insurance 
companies already written thousands of 
annuity policies, but they are preparing 
to take care of an immense potential 
market for annuities in a much more 
comprehensive way than the plan pro- 
vided by Section 11 of this bill,” Loner- 
gan declared. 

“T think these reports point out con- 
clusively that private insurance com- 
panies have developed and are develop- 
ing a much more stable field of annui- 
ties than the senate has perhaps hereto- 
fore realized. 

“Here we have a bill, including a sec- 
tion which would put the government 
into that business in such a way that it 
would intrude upon private business en- 
terprise and no doubt discourage the 
widespread development of annuities 
which is being undertaken. 

“As has been pointed out, the com- 
panies are taking policies with returns 
as low as $10 per month to the holder. 
Section 11 of this bill would provide for 
annuities of not less than $60 nor more 
than $1,200 per annum, which is clearly 
an intrusion on the private insurance 
business. 

“Besides demoralizing the wonderful 
progress of annuity insurance in private 
companies, this section would place an 
unfair burden upon the taxpayers,” the 
senator pointed out. “The government 
would pay the overhead, such as rents, 
lights, etc., which private companies 
must figure into their costs. The tax- 
payers who would not be interested in 
the annuities would be required to carry 
the burdens of those who received the 
annuities. The benefits would go to a 
particular few, at the expense of the 
m 





any. 

“Above all other considerations I 
think we should remember that the in- 
surance companies of this nation have 
been our last wall of defense in our 
depressing times. 

“When our banks crumbled, and 
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To prospects who demand 
guaranteed results, who wish 
to know the exact premiums 
for each year, the. exact paid- 
up value of a policy at any 
date and its exact worth in 
cash or income at retirement 
age we offer the 


COMMONWEALTH 
COUPON POLICY 


This combines a well rounded 
insurance program in one pol- 
icy which fills the above re- 
quirements on the guaranteed 
dividend basis. 


In addition to the protection 
afforded the beneficiary it 
guarantees to the _policy- 
holder the amount of every 
premium, guarantees the 
number of premiums to be 
paid and guarantees the age 
when the policy will mature 
and become payable. 


Commonwealth Life agents 
are enthusiastic in their 
praise of our COUPON 
POLICY — further evidence 
that this company, whose 
agents work under that un- 
usual and highly successful 
plan of Commonwealth Cor- 
dial Cooperation, leads in 
giving an agent every pos- 
sible help to insure perma- 
nent success—as well as in 
giving policyholders the very 
best in Life Insurance. 


Further information regard- 
ing this successful policy will 
be given gladly to any agent. 


L Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
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panies stood like the Rock of Gibraltar. 

“Everyone knows that had_ they 
crashed, this nation would have been 
placed in a desperate condition. Prop- 
erty values would have vanished, and 
millions more of our people would have 
been on the charity and relief lists at 
the expense of the government. 

“The insurance companies were the 
last to ask for any governmental as- 
sistance. Through their good manage- 
ment and sound policies they didn’t need 
it as much as- other business enterprises. 
Their position during the depression, in 
my opinion, was the strongest single 
contributing factor to maintenance of 
financial stability and public confidence. 
Had they crashed, all confidence would 
have crashed with them.” 


Life Agents’ Work Helping 
to Curb Paternalism Trend 


(CONTINUED FROM PAGE 3) 


American life insurance agents thus 
are carrying on a patriotic work as well 
as one which is sound economically. 
Americans will separate the wheat from 
the chaff, he said and not confuse prog- 
ress with impossible dreams. He said it 
was surprising no one speaks out from 
the seemingly inarticulate masses, in- 
cluding the American business men and 
capitalists, in reaffirming faith in Amer- 
ican institutions. 

Life insurance selling always has been 
difficult and always will be, he said. It 
is a he man’s business in which the few 
women who succeed must have the abil- 
ity “to take it as well as give it.” Mr. 
McNally said character is essential in 
the business and it is imperative that it 
be evidenced by self-confidence, by 
courage and fighting qualities. 

Confidence Is Essential 


“T have seen men succeed in the busi- 
ness who entered it wearing celluloid 
collars and talking English with diffi- 
culty, but I have never seen anyone suc- 
ceed in it who did not believe in himself. 
Many times when I have felt discour- 
aged I have stopped and said to myself, 
‘They can’t lick me! they can’t lick me! 
they can’t lick me!’ And they didn’t, 
and they haven’t, and they never will.” 

Mr. McNally, whose avocation is delv- 
ing into the archives of history, gave 
an inspiring word picture of the way 
such patriots as Washington, Lincoln, 
Grant and Sherman tackled the prob- 
lems before them. He said he was “fed 
up” with foreign and domestic critics 
who would have the United States ape 
some of the foreign experiments. “Half 
of Russia would forget the five year plan 
and emigrate to America if it were not 
for our immigration laws,” he said. “The 
Chinese are a very old and wise race. 
They have a great respect for their an- 
cestors. So have I, for those old hard- 
muscled pioneers who built our institu- 
tions that the radicals are now trying 
to junk.” 

I. \B. Jacobs, educational director 
Hastie agency Mutual Life of New York, 
was installed as the new president, re- 
tiring President T. F. Lawrence, man- 
ager Reliance Life, reporting on activi- 
ties and noting that there were 981 paid 
members. He also stated there were 79 
C. L. U. men and women in Chicago. 
The Hastie agency staff presented Mr. 
Jacobs a find radio. It was announced 
the association’s annual field day would 
be held some time in August or Septem- 
ber, the next monthly meeting to be in 
October. The new officers and direc- 
tors, who sat at the speakers’ table, were 
installed. Norris Bokum, on the legisla- 
tive committee and of Bokum & Dingle, 
general agents Massachusetts Mutual, 
introduced Mr. McNally. 

C. B. Stumes of Stumes & Loeb, Penn 
Mutual, did fine work as chairman of 
the legislative committee, Mr. Lawrence 
reported, as did Mr. Bokum and C. F. 
Axelson, Northwestern Mutual. The as- 
sociation is in good financial condition, 
due to the excellent work done by Walt 
Tower, managing director, and Joy 
Luidens, his secretary, Mr. Lawrence 
stated. Mr. Jacobs during the iast year 
has been membership chairman and the 
high mark of 981 was largely due to his 














Girard Life Also Signs 
Pact on Part-Time Men 











PHILADELPHIA, June 27.—The 
Girard Life has been added to the num- 
ber of companies subscribing to the Life 
Agency Officers Association’s agency 
practices agreement covering part-time 
agents and improvement in selection of 
men. 

The National Guardian Life, which 
was included as a signatory company 
in the list published in THE NATIONAL 
UNDERWRITER of May 17, has since with- 
drawn, so the number of companies sub- 
scribing to the agreement. still stands 
at 43. Vice-president F. H. Davis of 
the Penn Mutual Life is chairman of 
the committee. 








efforts. Mr. Lawrence reported here- 
after attendance at all association meet- 
ings, including the sales congress, but 
excepting life insurance week, will be 
open only to members. 


Lincoln National’s 
Honor Men Gather 


(CONTINUED FROM PAGE 3) 


Foundation, who traced the Lincoln in- 
fluence throughout the history of the 
company. 

At the afternoon session, C. F. Cross, 
secretary and assistant manager of agen- 
cies, presided. Baird, general 
counsel, discussed “Principal and 
Agent.” Brief departmental messages 
were given by S. C. Kattell, actuary; 
Lee Wilks, assistant secretary, who dis- 
cussed the claim department, and W. A. 
Jenkins, underwriting secretary and as- 
sociate actuary, told about the under- 
writing department. 

Dr. J. R. Schutz, professor of sociol- 
ogy at Manchester College of Indiana, 
talked on “Life Insurance and Economic 
Security.” 

Presentation of sales honors and in- 
signia featured the banquet held. Mr. 
Dern presided. J. L. Mueller, Fort 
Wayne, was presented with the individ- 
ual Hall month trophy as the largest 
individual producer during May. Hall 
month agency plaques awarded to win- 
ning agencies included Class 1, S. A. 
Bardwell agency; Class 2, Sol Moyses & 
Co.; Class 3, J. C. W. Coppess & Son 
agency. 





Service Awards 


Quarter century service awards were 
given to J. C. W. Coppess, Greenviile, 
O.; O. F. Gilliom, Berne, Ind., and W. 
T. Shepard, Los Angeles. An award 
was also made to Clyde Chaddick, San 
Antonio, Tex., for being the most val- 
uable producer for three consecutive 
years. 

Following this, recognition was given 
to all of the company honor club mem- 
bers and special recognition to F. V. 
McNair of Washington, D. C., president 
of the Minute-Men Club; Clyde Chad- 
dick, San Antonio, president of the 
Emancipator Club, and H. C. Lawrence 
of Newark, president of the Circuit 
Rider Club. 

O. F. Gilliom, of Berne, Indiana, was 
given special commendation for his re- 
markable record of consecutive weekly 
production, a record which now stands 
at 1,079 weeks. 

Following the meeting the entire con- 
vention party, numbering approximately 
500, entrained for Detroit where they 
embarked on a five-day cruise of the 
Great Lakes. 

On ship board a general agents’ 
forum will be held with a discussion of 
“Recruiting” led by H. F. Sleeper, San 
Francisco general agent, and a discus- 
sion of “Development of Agents” by J. 
S. Braunig, St. Louis general agent. An 
agents’ round table will also be held 
covering prospecting, annuities, business 
insurance, direct mail, salary continu- 
ance, salary savings, increasing average- 
size policy, analyzing needs and pro- 
gramming, selling young men, and 
building business through policy owners. 





Sound financial state- 
Fine record of growth. Progressive 
management. American Reserve Life is doing 
the job. It is a good company to be with. 


AMERICAN RESERVE LIFE INSURANCE CO. 


OMAHA, NEBR. 


All clear — go ahead! 
ment. 




















NEW 


EW interest basis, new rates, new rate book, 

new policies—and a number of new and 

effective working plans went into the hands of 

Fidelity’s field on June 1. New conditions have 
been met with new selling tools. 


Sharper Tools 

These changes offer men in the Fidelity field not 
only new tools with which to meet modern condi- 
tions, but sharper ones as well—Income for Life, 
Family Income, Family Maintenance and an 
Adjustment Plan which fits today’s economic pic- 
ture particularly well. 

Write for information on Fidelity contracts. 


he FIDELITY MUTUAL LIFE} 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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The Ubiquitous Incontestable Clause 


THE trend, indicated at the recent AMER- 
ICAN INSTITUTE OF ACTUARIES meeting in 
Chicago, toward an incontestable clause 
providing that policies shall be immune 
from contest only if in force for two 
years during the lifetime of the assured, 
may cause some to wonder why the 
“during the lifetime of the assured” 
phrase, apparently highly desirable from 
a company standpoint, has not been 
more widely! adopted. 

The reason for the phrase is that the 
Unitep STATES SUPREME Court held in 
the case of Hurni Packing Co. vs. Mu- 
tual Life of New York, 263 U. S. 167, 
about a decade ago, that in case an as- 
sured died before the end of the con- 
testable period and the beneficiary 
waited until after the period’s close to 
notify the company, it is barred from 
contesting the claim under the old in- 
contestable clause. The phrase “dur- 
ing the lifetime of the assured” prevents 
this sort of thing. 

The reason this phrase has not been 
more generally adopted is that in the 
absence of the expression, “within the 
lifetime of the assured,” the company, 
on learning of fraud in the application, 
can go into a court of equity and sue 
to cancel the contract. However, if the 
“lifetime of the assured” phrase is in 


the policy, the equity court would hold 
that company has an adequate remedy 
in a court of law whenever the bene- 
ficiary may sue for the death claim. 
It is the rule that an equity court will 
not hear a case when there is an ade- 
quate remedy already available in a 
court of law. 

While in theory a court of law should 
render just as fair a verdict as a court 
of equity, the law court trial means sub- 
jecting the case to the mercies of a jury 
while an equity case is ordinarily de- 
cided by the judge or judges. Juries 
so frequently allow their considerations 
of abstract justice to be swayed by their 
prejudices against large corporations 
and in favor of the policyholder and his 
wife and dependents that companies are 
often loath to gain the additional pro- 
tection of the “lifetime of the assured” 
phrase when its adoption means throw- 
ing their contested cases into the hands 
of a jury. Hence the phrase has not 
been jumped at with any great celerity 
by the companies, although the indica- 
tions are that there is a slow but definite 
trend toward its wider adoption. 

It should be noted that the suicide 
clause is not affected by the wording 
of the incontestable clause in this con- 
nection. 


Tears Fall on Mississippi 


THERE will be profound regret at the 
forthcoming meeting of the NaTIONAL 
CONVENTION OF INSURANCE COMMISSION- 
ERS when Secretary J. G. Reap calls the 
roll and Mississippi is reached. We all 
hoped and fully expected Commissioner 
Grorce D. Ritey would be at the meeting. 
In fact, he had made every arrangement 
to be there. The other day, out of a clear 
sky, he was stricken and in a short time 
one of the sweetest spirits that ever inhab- 
ited a tenement of clay took its flight. 


Since the time that Commissioner Ritey 
attended his first commissioners’ meeting 
he has lived in the hearts of all who came 
in contact with him at these gatherings. 
About him was the fragrance of the .south- 
ern magnolias, the warmth of the atmos- 
phere of his section and those fine qualities 
of the heart that are so manifest in the 
people of the southland. Commissioner 
RILEY possessed most lovable traits of 
character. Radiating from his heart were 
sincerity and sunshine. 


Successful Men Look Ahead 


SUCCESSFUL.men are always forward 
looking. They have in mind the future 
and its prospects. They take an inven- 
tory of their own resources and attempt 
as far as possible to chart the course 


they expect to follow. Even though 
mistakes may be made in outlining the 
path, it is far more praiseworthy than 
to keep looking back and being disap- 
pointed with what has been done. 





E. L. Trinkle, president Shenandoah 
Life, has gone to Houston, Tex., with 
his family to visit relatives. Mr. and 
Mrs. Trinkle plan to spend some time 
visiting in Mexico before returning to 
their home in Roanoke, Va. 


F. A. Boyle, who retired as a vice- 
president of the Prudential several 
years ago, is now residing at Rancho 
Sante Fe, Cal., where he is enjoying 
life and is in the best of health. He is 
living on a 3,000 acre ranch. 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, has been elected 
president of the Conservatory of Music 
of Kansas City. For the first time in 
several years, the Conservatory last year 
showed a profit. Cliff C. Jones of the 
R. B. Jones & Sons agency, and Solon 
T. Gilmore, general counsel for the Busi- 
ness Men’s Assurance, were elected 
vice-presidents. 


O. P. Schnabel, president of the Texas 
Association of Life Underwriters, and 
San Antonio manager of the Jefferson 
Standard Life, was featured at the an- 
nual charity ball game and fun fest be- 
tween the Optimist Club and Rotary 
Club in his city by impersonating Mae 
West. This is the big charity event of 
the year in San Antonio and was inaug- 
urated by Mr. Schnabel five years ago 
when he was president of the San An- 
tonio Optimist Club. 


Samuel Lustgarten, Chicago agency 
manager of the Equitable Life of New 
York, is bound outward on a three 
months trip to Europe. 


Miss Alice Lakey, 77, one of the most 
widely known women in insurance cir- 
cles throughout the country and a 
prominent club woman, died at her 
home in Cranford, N. J., after an ill- 
ness of three years from heart trouble. 
Miss Lakey in her younger days stud- 
ied music in Europe for a period of 
eight years and had hoped to become a 
singer but upon her return to this coun- 
try was taken seriously ill and forced 
to give up her career as a singer. 

She took over the management of 
“Insurance,” a semi-monthly publication, 
after the death of her father, Charles D. 
Lakey, in 1919. She brought up the 
question of insurance in women’s clubs 
and was appointed chairman of a spe- 
cial committee to investigate insurance 
for the New Jersey Federation of Wom- 
en’s Clubs. She later headed a com- 
mittee on insurance for the General 
Federation of Women’s Clubs. She 
was also a member of the Insurance 
League for Women. 


H. A. Behrens of Chicago, president 
of the Continental Casualty and Conti- 
nental Assurance, left this week for his 
summer home at Belvidere Island, San 
Francisco Bay. He will remain there 
during the entire summer and will re- 
turn in September. He and Vice-presi- 
dent C. A. Teasdale of San Francisco, 
in charge of Pacific Coast territory, will 
go to Seattle the week of July 7 to at- 
tend the meeting of the National Con- 
vention of Insurance Commissioners. 


John B. Cary, newly elected president 
of the Richmond Association of Life 
Underwriters, has the distinction of fill- 
ing an office that was filled by both his 
father! and grandfather. His grand- 
father, the late Col. J. B. Cary, for whom 
he was named, was Richmond general 
agent of the Northwestern Mutual Life 
for many years. Colonel Cary served 
as head of the association more than 40 
years ago. Mr. Cary’s father, the late 
Archibald Cary, who was president 
some 30 years ago, was also general 
agent of the Northwestern Mutual. Mr. 
Cary started under his father with that 
company, later becoming general agent 
with G. W. Diggs for the Penn Mu- 





connection, returning to the Northwest. 
ern as a personal producer with the W. 
T. Nolley agency. 

Dr. H. W. Dingman, vice-president 
and medical director of the Continental 
Assurance, Chicago, who for a month 
has been on the Pacific Coast with Mrs, 
Dingman, where he attended the gradu. 
ation of his son, James G., from Leland 
Stanford University, was expected to 
return to his desk July 1. The son ma- 
jored in world economics and has se- 
cured a position in California. Dr. and 
Mrs. Dingman started out from Chicago, 
going to Mexico City and then to Los 
Angeles, Palo Alto and San Francisco, 


N. B. Maddox, Atlanta general agent 
of the Connecticut Mutual Life, has been 
elected a director of North American 
Aviation, Inc., which controls Eastern 
Air Lines, operating mail and passenger 
service from Atlanta to New York, New 
Orleans, Miami and Chicago. 

George S. Clarke, agent of the Dorian 
Fleming agency of the Penn Mutual 
Life in New Orleans, is president of 
the southern zone of the Penn Mutual 
Leaders Club for June. He wrote a 
larger volume of insurance in May than 
any other salesman in the south. 


Willard E. King, vice-president of the 
Agricultural Life and later of the De- 
troit Life, is now assistant regional man- 
ager of the Home Owners Loan Cor- 
poration with headquarters at Omaha 
covering North and South Dakota, 
Minnesota, Colorado, Nebraska, Iowa 
and Kansas. 


Fred W. Hoch this week commemo- 
rated the 22nd anniversary of his join- 
ing the Marion agency of the Ohio State 
Life. He has been a member of the 
Ohio State’s Honor Club ever since its 
organization. 


The marriage of Robert A. W. Bruehl 
and Miss Ruth Laque was solemnized at 
the Walnut Hills-Avondale Methodist 
Episcopal Church, Cincinnati, Tuesday. 
Mr. Bruehl is the son of W. A. R. 
Bruehl, Jr., and grandson of W. A, R. 
Bruehl, general agents of the Home Life 
of New York. The Bruehl agency was 
established in 1860 by the great grand- 
father of Robert Bruehl, for whom he 
is named, shortly after the Home Life 
commenced business. Both Mr. and 
Mrs. Bruehl recently graduated from the 
University of Cincinnati, where Mr. 
Bruehl specialized in life insurance. He 
will) enter the agency of W. A. R. 
Bruehl & Son upon his return to Cin- 
cinnati about July 15. 


Mrs. Mary Horan McCall, widow of 
John A. McCall, president of the New 
York Life from 1892 to 1906, died last 
week at her home in New York City. 
She was 87 years old. Of the seven 
children who survive, John C. McCall 
is a former vice-president of the New 
York Life and Leo H. McCall is secre- 
tary. A daughter is the widow of Dar- 
win P. Kingsley, who was chairman of 
the board of the company at the time 
of his death in 1932 and president for 
many years prior to becoming chairman. 


Thomas N. Taylor, 76, 2 member of 
the firm of Walker & Taylor, Baltimore 
general agents of the Provident Mutual 
Life, died at his home there. He had 
been in the insurance business in Bal- 
timore for 53 years. 


Nan Loughran, secretary to the presi- 
dent of the Old Line Life, was elected 
corresponding secretary of the Woman’s 
Advertising Club of Milwaukee last 
week. 


Harold R. Colbert, who has been pro- 
moted to editor of “Life Insurance Sell- 
ing’ and the “Local Agent,” will be 
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ie. Mr. Colbert has been associate edi- 
tor of the publications for six years. 


Miss Rita de Laporte was married June 
92 to Douglas P. Murphey, director of 
publicity and advertising of the General 
American Life in New York City. Mr. 
and Mrs. Murphey will make their home 
in St. Louis. The bride has been pre- 
mier danseuse for the Metropolitan 
Opera Company for several seasons, and 
has served in a like capacity for the St. 
Louis Grand Opera. 


E. B. Stephenson, who retired a few 
months ago as president of the Security 
Mutual Life of Nebraska to become 
chairman of the board, is recovering 
from an operation at the Mayo clinic in 
Rochester, Minn., for removal of an eye 
tumor, 

A. B. C. Ohlson, secretary and direc- 
tor Beneficial Life of Salt Lake City 
for many years, has left for a visit to 
his native city, Helsingborg, Sweden. 
He expects to be away two months. 





Mr. Ohlson. came to the United States | 


30 years ago, joining the Beneficial Life 
five years later. 


R. F. Low, president American Re- 
serve Life of Omaha, has been selected 
as national leader of the Sea Scout camp 
at the silver jubilee Boy Scout anniver- 
sary in Washington Aug 15-Sept. 1. He 
is commodore of the eighth regional Sea 
Scout area. About 30,000 Scouts from 
all over the United States will be en- 
camped in Washington for the jubilee 
festivity. 


Richard J. Learson, associate actuary 
Western & Southern Life, was married 
to Miss Harriet Grever of Cincinnati. 


Mrs. Clara W. Woodruff, the only 
woman in the Pacific Northwest holding 
the C. L. U. degree, joined the L. F. 
Larson agency of the Northwestern 
Mutual Life in Portland, Ore. Last year 
she was the leading woman producer in 
Oregon, and one of the five leaders for 
both men and women. 
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NEWS OF THE COMPANIES 





Group Department Changes 





Equitable of New York Rearranges 
Staff Personnel in Home Office 
and Field 





A number of changes have been made 
in the group department personnel of 
the Equitable Life of New York, both 
in home office and field. H. C. Kranz, 
southern division manager, becomes as- 
sociate manager in the New York head- 
quarters, directing the activities of the 
New York metropolitan division with 
general supervision over the southern 
division. The southern division will be 
under the immediate direction of B. J. 
Blevins, former divisional director of 
group annuities at ‘Chicago, who be- 
comes division manager at Atlanta. 

Ivan Ricks was appointed assistant 
divisional manager at Chicago asso- 
ciated with Associate Manager J. A. 
Patton of the central division there. 
A. T. Ackerman becomes divisional 
director of group annuities in Chicago, 
and J. A. Steele, assistant divisional 
director. 

R. K. Young is transferred from the 
home office group department to De- 
troit as assistant divisional manager, 
and F. C. Jacobson, service supervisor, 
is moved from Chicago to St. Louis as 
assistant divisional manager. C. J. 
Ward, division manager with headquar- 
ters in Boston, will direct group activi- 
ties in the New England area, including 
Maine, New Hampshire, Vermont, 
Massachusetts, Rhode Island and Con- 
necticut. P. F. Gorman, former resi- 
dent supervisor, is appointed assistant 
division manager for the New York 
state agencies, outside the metropolitan 
division, including Buffalo, Rochester, 
Syracuse, Utica and Albany, with head- 
quarters at Syracuse. The territory of 
M. A. Gulick, assistant division manager 
at Philadelphia, is enlarged to include 
southern New Jersey, Maryland, Dela- 
ware and Washington, D. C. 





Connecticut Mutual Assets 
The Connecticut Mutual Life reports 
that its assets have risen during the first 
five months from $235,188,041 to $244,- 
603,528, an increase of $9,415,487. The 
corresponding increase for the first five 
months in 1934 was $6,841,702. 





Roosevelt Life Restrained 


The California department has ob- 
tained a temporary restraining order 
prohibiting further operation of the 
Roosevelt Life, a health and accident 
assessment association of Los Angeles. 
Hearing on the department’s petition for 
receivership on the ground of insol- 
vency will be held later. 








American Life Men Advanced 


Detroit Company Elects Two New Vice- 
Presidents, Promotes Two Other 
Home Office Executives 








DETROIT, June 27.—Two new vice- 
presidents have been elected and two 
other executives promoted by the Ameri- 
can Life of Detroit. J. S. Garman, who 
has been director of agencies since the 
first of the year, becomes vice-president 
and director of agencies in full charge 
of all field operations. 

Since coming to the home office from 
Pittsburgh five months ago, Mr. Gar- 
man has shown a 62 percent increase 
in production compared with the same 
period of 1934. Before joining the home 
office organization he was Pennsylvania 
state manager for 18 years. 

G. E. Leonard, who has held the post 
of auditor 25 years, was also made a 
vice-president. He has been a director 
for some years. W. H. Eckberg, who 
has been assistant to Mr. Leonard, be- 
comes auditor. He began as a clerk in 
the office 20 years ago and 12 years 
ago was appointed assistant secretary. 

John T. Rohm, who as a clerk has 
been doing the actuarial work for the 
company for several years, has been 
elected actuary. He was instrumental 
in organizing the Detroit Actuarial 
Club, now the Michigan Actuarial So- 
ciety, in 1931 and has been active in its 
affairs since. 


New Kansas Life President 


Ben F. Dingman has disposed of his 
interests in the Kansas Life of Topeka. 
He has resigned as president and has 
moved to California to engage in an- 





other line. Hugh T. Fisher, who has 
been vice-president, has been elected 
president. He has been its attorney 


since the company was organized. A 
vice-president to succeed Mr. Fisher will 
be announced later. 

Mr. Dingman is a son of the late C. 
W. Dingman, who organized the com- 
pany. It, originally was known as the 
Guaranteed Securities Life. In Janu- 
ary, 1934, the name was changed to the 
Kansas Life. 


General American Appointments 


Two appointments in the General 
American Life sales organization are 
announced. A. W. Greenfield has been 
appointed supervisor of group sales and 
R. W. Weddell has been transferred to 
supervisor of salary savings sales. 

Mr. Greenfield started in life insur- 
ance in 1925, as a field assistant of the 
Travelers in Detroit. In the four years 
he was with the Travelers, he handled 
agency organization work, agency build- 
ing and the instruction of agents in the 























THE OPEN DOOR 











A GENERAL AGENCY 


With the Company that reached 70 Millions in 7 years 
In line with its extensive expansion the Company, 
about to occupy its new Home Office Building in Montclair, has 
openings for a limited number of men who can qualify for 


A SPECIAL CONTRACT FOR PROSPECTIVE GENERAL AGENTS 


IF—your paid-for production in 1934 exceeded $100,000 
IF—you have some organizing ability 
IF—your future with your present connection is limited 
IF—you live in 
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DELAWARE 
MARYLAND 
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Write to 
Wm. J. Sieger. Vice President and Supt. of Agencies 


Bankers National Life Insurance Co. 


Jersey City, New Jersey 















“Share the Wealth’? 


There is one sure way to get wealth. 
Create your own wealth and enjoy 
all of your own creation. This done 
and one need not be disturbed by 
the futile propositions of crackpot 
doctrinnaires. Life Insurance is the 
key to the sure way. It is a high 
calling to sell this key to your 
neighbors and others. There's 
opportunity for you in this pro- 
gressive Company. 


California- Western States Life 


Insurance Company 


SACRAMENTO CALIFORNIA 
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Of New Business Was Written 


by our fieldmen in the second annual "President's Month" campaign 
which was conducted during the month of March. A new W. O. W. 


production record for a single month. 


WOODMEN OF THE WORLD 


LIFE 


17th and Farnam Sts. 


Established 1890. 





INSURANCE ASSOCIATION 


Home Office—Insurance Building 
Omaha, Nebraska 


Assets More than $119,000,000.00 

















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 





sale of life, accident and group insur- 
ance. In 1929, he became associated 
with Marsh & McLennan and was re- 
sponsible for the organization of their 
life insurance department in the Detroit 
office. ’ 
Mr. Weddell has been associated in 
group insurance work since 1927. He 
was formerly a group representative for 
the company at Cleveland and in the 
home office at St. Louis and has been 
supervisor of group sales since January, 
1934. 


Veatch Returns to Atlanta 


E. M. Veatch, formerly medical direc- 
tor of the old Southern States Life of 
Atlanta, prior to its merger with the 
Volunteer State, some three or four 
years ago, has returned to Atlanta as 
underwriter for the Southern Life. Since 
leaving Atlanta he was for a time with 
the A. I. U. in Columbus, O., and later 
with the Independence Life of Louis- 
ville, resigning the latter post to return 
to Atlanta. 


Wood Agency Secretary 
W. A. Wood has been appointed 
agency secretary of the Postal Union 
Life of Hollywood. He occupied a sim- 
ilar position for 20 years with the Occi- 
dental Life of Los Angeles, resigning 
several months ago. He started insur- 
ance work at 17 as an office boy in the 
a Lake City agency of the New York 
ife. 








Terminations Much Lower 


The Minnesota Mutual Life reports 
that so far this year net terminations 
are barely 60 percent as high as in 1934. 
The 1934 terminations were 20 percent 
under 1933. 


New Home Office 


The Great National Life is making 
plans for modernization of the Central 
Bank building, which it recently pur- 
chased in Dallas for its home office. 
The Great National paid $400,000 cash 
for the building and the reconditioning 
will cost $250,000. It is expected the 
work will be completed by December 
and offices ready for occupancy Jan. 1. 
The building will be renamed the Great 
National Life building. 








. Lincoln Company Reorganized 

The Cosmopolitan Old Line Life of 
Lincoln, Neb., has been reorganized so 
far as executive authority is concerned. 
V. A. Matthews, one of the organizers, 
who has been chairman of the board, 
has again become president, succeeding 
Dr. H. A. Taylor. Oliver DeMars, Otto 
Gross and C. H. Jewell of Grand Island 
were elected directors in place of F. B. 
Fleming, Dr. Taylor, S. F. Mutz, C. H. 
Roper and Dr. F. W. Reynolds. The 
latter also retires as treasurer in favor 
of Oliver DeMars, while Otto Gross was 
named actuary. 


Missouri State Case Dropped 


The intervening petition filed with the 
circuit court in St. Louis by two policy- 
holders of the Missouri State Life, seek- 
ing to set aside the sale of that com- 
pany’s. assets to the General American 
Life, has been dismissed. They will 
pay all the costs. This ends all the liti- 
gation attacking the contract arranged 
by Superintendent O’Malley under 
which the General American took over 
the Missouri State. 





Reports on Benefit Concerns 


The Illinois department has published 
the examination reports on four mutual 
benefit concerns, they being the Wabash 
Valley Mutual Benefit of Lawrenceville, 
Citizens Mutual Relief of Louisville, 
Edwards County Mutual Relief of Al- 
bion and Jonesboro Mutual Relief of 
Anna. 

The Jonesboro concern has 1,214 
members. O. J. Penninger is president, 
N. T. Lawrence, secretary, and E. P. 
Owen, treasurer. 











The Wabash Valley concern has 1,299 











Now Chairman | 












































Z. E. MARVIN 


Z. E. Marvin has been named chair- 
man of the board of the Texas State 
Mutual Life of Dallas. Mr. Marvin 
resigned as president of the Gulf States 
Security Life a week ago and announced 
his retirement from active business. 








members. B. J. Wasser is president and 
M. A. Rooney, secretary. 

“Officers of the association received 
$8,150 during 1934, compared to $7,225 
paid on 44 claims during the same pe- 
riod,’ the report states. “It appears 
after consideration of this fact and in 
view of the fact that a highly restricted 
certificate was issued to all applicants 
prior to Sept. 7, 1933, that the associa- 
tion has been operated for the profit of 
the management rather than the benefit 
of members.” 

The Citizens Mutual has 2,326 mem- 
bers. John Baughman is president, Eli 
Tolliver, vice-president, Fred McCollum, 
treasurer, and I. E. Ikemire, secretary. 

The report states the management 
should bring the guarantee fund up to 
minimum organization requirements. 

The Edwards County concern has 1,- 
200 members, assets $2,494. There is 
needed $505 to meet minimum organiza- 
tion requirements. 





Caple Sales Instructor 


Frank Caple has been promoted to 
northern sales instructor for the Metro- 
politan Life. He has been assistant man- 
ager of the Metropolitan branch in 
Olean, N. Y. He will work out of New 
York after July 1. 


Clark Resumes Old Work 


Commissioner E. W. Clark of Iowa, 
on his retirement from office July 1, 
will return to his home in Mason City, 
Ia., to resume his mortgage loan and 
insurance business. 

Cless, first deputy commis- 
sioner under Mr. Clark, will reenter his 
former law firm in Des Moines, under 
the name of Hallagan, Fountain, Stew- 
art & Cless. 


Will Give Convention Awards 


The Yeomen Mutual Life of Des 
Moines, being one of the local com- 
panies that will act as host when the 
National Association of Life Under- 
writers has its meeting in its home city, 
Sept. 16-19, is carrying on a summer 
contest for “convention awards.” Quo- 
tas are given to agents and if they make 
them their expenses to the home office 
will be paid at the convention time. The 
agency convention of the Yeomen Mu- 
tual Life will be held during that week. 


Mrs. Mary Lentgis has been named 
head of both the juvenile and women’s 
departments of the Seattle agency of 
General American Life. 
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LIFE AGENCY CHANGES 












B. J. Spurr Quits at St. Louis 


Equitable Life of New York Agency 
Manager Soon to Announce 
New Connection 








Benjamin J. Spurr, St. Louis agency 
manager of the Equitable Life of New 
York, has resigned as of July 1. His 
future plans are not announced but it 
is understood that soon he will make a 
new connection. Appointment of his 
successor in St. Louis also has not. yet 
been made known. 

Mr. Spurr has had some 20 years’ life 
insurance experience, for 15 years being 
connected with the Equitable. He was 
formerly supervisor of agents of the E. 
L. Carson agency of the Equitable in 
Milwaukee and three years ago opened 
a new agency for the company in St. 
Louis. 


Illinois Appointments Made 
The Columbian National Life has ap- 
pointed P. Waldo Ackerman general 




















chair- agent at Springfield, Ill. He had been 
State with the Aetna Life and later with the 
farvin Mutual Life. He attended Christian 
States Brothers college at St. Louis. Another 
unced Illinois appointment is Chester A. Ni- 
ss. cot at’ Peoria. He conducts a fire and 
casualty agency there. 
it and New Setup in Houston 
— Vincent Chiodo and C. B. Cooper 
7.295 have been appointed general agents at 
2 ‘pe- Houston for the Ohio State Life. Both 
pears men were previously general agents for 
ia is the Manhattan Life. Mr. Cooper, pre- 
icted vious to his partnership with Mr. Chi- 
Seebe odo, was general agent for the Conti- 
ranch nental Life. 
it of W. T. Leverett, who was formerly 
nefit Houston general agent, will devote him- 
self to personal production and will be 
iain associated with Messrs. Chiodo and 
Eli Cooper. W. J. Cooper, a brother of C. 
siete B. Cooper, and A. L. Mallioux, formerly 
ary Texas supervisor for the Manhattan 
ary. ° P Ae 
vat Life, have also joined the agency. 
; ” Florida General Agents Named 
. 1- The Minnesota Mutual Life, having 
. is entered Florida, has appointed Harold 
iza- L. Maeder general agent at Tampa, and 
J. A. Yates at Miami. Both are experi- 
enced life insurance men. 
i Tilley’s Territory Extended 
ro- C. N. Tilley, Texas state manager 
an- Liberty National Life of Birmingham, 
in has had Louisiana added to his territory, 
ew and will move his headquarters from 
San Antonio, Tex., to Lake Charles, La. 
DeKoch to Guarantee Mutual 
ra, G. J. DeKoch has been named general 
if agent in Des Moines and central Iowa 
y, for the Guarantee Mutual Life. He has 
id been in life insurance work in Pella, Ia., 
for five years. 
S- 
: H. V. Party Transferred 
ta H. V. Party of Pine Bluff, Ark., for 
six years southeast Arkansas district 
manager for the Metropolitan Life and 
president of the Arkansas Association of 
Life Underwriters, has been transferred 
S to Moberly, Mo., where he will be in 
. charge of a larger territory. 
e 
- Nelson Oklahoma Supervisor 
, William Nelson, formerly of Kansas 


City, is the new state supervisor in Ok- 
lahoma for the Great American Life of 
Hutchinson, Kan. He succeeds R. T. 
Tagader. 


Langhorne Gets East Texas 


J. H. Langhorne has been appointed 
east Texas manager for the Great Na- 
tional Life of Dallas with headquarters 
at Henderson. Mr. Langhorne has been 











GREAT SOUTHERN 


Becomes General Agent Life Insurance Company 
for Connecticut Mutual 





















Twenty-Six Years’ Experience—1909 to 1935 






E. P. GREENWOOD, Pres. HOUSTON, TEXAS 
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Good Policies... Low Rates 


P. F. HOWERTON 


P. F. Howerton, who has been ap- Direct Agency Contracts 


pointed general agent at Charlotte, N. 
C., for the Connecticut Mutual Life, en- 
tered life insurance as an agent of the 


life ir “ 
ag Mr Ag int IF INTERESTED, WRITE 
from which position he goes to the Con- THE HOME OFFICE DIRECT 


necticut Mutual, he assisted materially 
in increasing the production of the unit 
under his supervision from $200,000 to 
$1,800,000 yearly. 














in the life insurance business for 14 
years and was formerly general agent 
for Arkansas at Little Rock for the 
United Fidelity Life. 


Joins Manhattan Life 


C. J. O’Toole has been named agency 
supervisor of the Manhattan Life for 
Michigan and Ohio. He started in the 
business in Oregon in 1908 with the 
Bankers Reserve Life and later joined 
the New World Life, becoming general 
agent and then supervisor. He moved 
to Detroit six years ago for the Federal 
Life and then joined the Aetna Life. 





was salesman for a time for another life | : 
company. 


Haugen Takes Minnesota Post j i] ey U R A | Cc E 


A. H. Haugen —g hogy re 
general agent of the Old Line Life o 
Milwaukee for eight counties in Minne- Cc oO M fe A PY Y 
sota with headquarters at Faribauit. He 


conducted a general insurance business 
for a number of years and later repre- 


sented the Great Western. 
INDIANAPOLIS, INDIANA 


Life Agency Notes 


W. H. Van Sickler, St. Louis, general 
agent State Mutual Life, has appointed 
M. R. Scherman as general assistant and 











Dasher Named at Tampa 


The Atlantic Life has appointed R. H. 
Dasher general agent for Tampa, Fla., 
and adjacent territory. For several 
years he has been operating a general 
insurance agency there. Previously he 








ESTABLISHED 1899 





supervisor. 


S. M. Carroll has been appointed gen- @ Complete Substandard and automatic Rein- 
eral agent of the Lincoln National Life a 
at Erie, Pa., establishing offices at 503 surance facilities embrace so wide a field that 
oe rompt policy issuance—regardless of size—is 
Paul Johnson, manager Fidelity Mu- P P po y ¢ 
tual Life, Cincinnati, has appointed the rule and not the exception. 


H. W. Allen as special agent. Mr. Allen 
was recently in the bond business, but 
previous to that he was with the North- 
western Mutual Life in Cleveland for 
several years. 
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Friendly Service — 


To agents is the unwritten obligation the Home 
Office assumes every time it contracts with a new 
general agent. Over eight years is the average length 
of service of its corps of general agents. Does this 
attest to the fidelity with which the obligation of 
friendly service has been and will continue to be 


discharged? 


MONTANA LIFE 


INSURANCE COMPANY 


Enduring as the Mountains 


HELENA, MONTANA 
LEE CANNON, Superintendent of Agencies 





















FLORIDA .... 


All Stars of the Lamar Life will 
hold their Annual Convention in the 
Hotel Everglades, Miami, Fla., 
August 3. 

A few choice openings for Dis- 
trict Managers in Florida. For in- 
formation write 


Dr. J. O. Segura 
Vice Pres. & Agency Director 


Lamar Life Insurance Company 
Jackson, Miss. 


R. J. Dieterle 
Florida Supervisor 


314 Congress Bldg. 
Miami, Fla. 


or 





LAMAR LIFE TOWER 











———— 





LIFE COMPANY CONVENTIONS 








vention for Its Agents in Milwaukee 
July 9-10 





MILWAUKEE, June 27.—J. M. Hol- 
combe of the Life Insurance Sales Re- 
search Bureau will be the principal 
speaker at the banquet July 10, which 
will conclude the two-day silver anni- 
versary convention of the field force of 
Old Line Life of America. H. A. Wood- 
ward, manager of the accident and 
health department, will be toastmaster. 

About 200 agents are expected to at- 
tend the meeting. The morning of July 
9 they will tour the home office and 
then attend a luncheon. A business ses- 
sion is scheduled for the afternoon, with 
Paul A. Parker, agency director life de- 
partment, as chairman. President John 
E. Reilly will welcome the agents, with 
a response by N. G. Hartberg, vice- 
president of the Star Leaders. Club. 
Paul Speicher, Insurance Research & 
Review, Indianapolis, will speak on 
“Solving the Problem of Economic Se- 
curity.” A life insurance playlet will 
be produced by Miss Olivia Orth of 
Milwaukee, whose plays have featured 
a number of life conventions. 
A stag party for the men is planned 
for Tuesday evening, while the ladies 
will have special entertainment. 

On Wednesday the entire personnel 
will go to Pewaukee Lake for a day’s 
outing. The dinner that evening will be 
held in Milwaukee. 

About 50 agents who qualified for a 
certain volume of business during the 
Silver Jubilee year will be rewarded 
with a two-day outing July 11-12 at the 
Lawsonia Country Club on Green Lake. 


Mutual Life W. Va. Meeting 


The annual meeting in Wheeling of 
the West Virginia Field Club of the 
Mutual Life of New York was featured 
by: a luncheon meeting, election of of- 
ficers and an address by W. P. Gwath- 
mey of Wheeling on “The Inspiration of 
the 1935 Field Club Convention.” 

The principal award went to Harry 
Pirrung, Montgomery district manager, 
the largest division producer in the state. 
Mr. Gwathmey was credited with the 
largest personal sales in the state. 

Mr. Pirrung becomes president, suc- 
ceeding A. L. Jeter of Huntington, and 
Platt Phipps of Beckley vice-president. 


Metropolitan’s Southwest Rally 


The Metropolitan Life will hold_ its 
annual sales meeting for representatives 
in the southwestern territory in Kansas 
City Sept. 26-28. Agents, assistant 
managers from Tennessee, Arkansas, 
Oklahoma, Kansas and Missouri will 
attend. E. H. Wilkes and H. E. North, 
second vice-presidents, and K. C. Rin- 
ger, superintendent of agencies, will 
attend. 











Indiana Agents Meet 


A two-days sales congress for Indiana 
agents of the Business Men’s Assurance 
was held in Indianapolis with President 
W. T. Grant and L. L. Graham, direc- 
tor of field service, present from the 
home office. Business for the company 
in Indiana is 60 percent ahead of last 
year and Noel Iams, a state supervisor, 
holds third place among all the com- 
pany’s representatives in production of 
new business. Indiana Manager F. W. 
Moller presided. James L. Rainey, 
president Indianapolis Association of 
Life Underwriters, extended a welcome. 
Mr. Grant discussed the “Present Situa- 
tion and Future Outlook for Life and 
Disability Insurance” and he referred to 
Indiana as a state with rainbow pros- 





pects for business development. Sales 
talks and demonstrations featured the 


Observes Silver Anniversary 


Old Line Life Will Hold Two-Day Con- 


sessions. Mr. Graham talked on “Aq. 
vantages and Opportunities of the B. 
M. A. Representative.” Among the 
speakers were Noel Iams, W. H. Gru. 
ver, C. E. Bogard, C. H. Nolan, C. W, 
Morrow, G. D. Robinson, A. T. Dahlke, 
Kay M. Wells, M. W. Litton, Max 
Levitt and Irving A. Levy. Commis- 
sioner H. E. McClain spoke at the pban- 
quet which closed the meeting. Mr, 
Grant and Mr. Graham conducted simi- 
lar meetings at Columbus, O., and 
Louisville, Ky. 


Equitable Agencies to Meet 
The Townsend, Jones and Richards 
Equitable Life agencies in Massa- 
chusetts will hold their biennial outing 
at the Randall Hotel in North Conway, 
N. H., Sept. 22-24. These are the three 
cldest Equitable agencies in Massa- 





chusetts. The first two are in Boston. 
Mr. Richards has headquarters in 
Springfield. 





Officials at Oklahoma Meet 


C. C. Criss, president Mutual Benefit 
Health & Accident and United Benefit 
Life; Ray Hawkins, chief underwriter; 
Ernest Hundahl, manager for Okla- 
homa, Texas and Louisiana; J. P. Har- 
ris, Oklahoma City manager; D. J. 
Hundahl, Tulsa manager, and Bert 
Clifton, Wichita, Kan., manager, spoke 
this week at an agency meeting at Enid, 
Okla., with about 75 in attendance. Jess 
Clifton is Enid manager. 





Rocky Mountain Group Meets 


DENVER, June 27.—J. B. Reynolds, 
president of the Kansas City Life, was 
in Denver last week to attend a con- 
vention of the Rocky Mountain division 
of the companies, headed by J. T. Allen. 
Representatives from Colorado, Wy- 











Opportunity For 


Attractive 
Agency Contracts 
State of West Virginia 
George Washington 
Life Insurance 


Company 


Of Charleston, W. Va. 


CHARLES L. PRESTON 


President 


oO 
A NEW ECONOMY POLICY 
. at Low Net Cost, and 
Many Other Modern Plans 


Ly. 











Ww 
Write to: 


Ernest C. Milair, Vice President 
1014 Kanawha Street (Home Office) 
Charleston, West Virginia 
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oming and Montana were here, along 
with Mrs. Reynolds and J. F. Barr, J. 
A, Budinger, Dr. J. E. Bee and W. E. 
Bixby, officials of the company. 


Minnesota Mutual Convention Set 


The next agency convention of the 
Minnesota Mutual Life will be held the 
last week in January, 1936, at St. Peters- 
burg, Fla. Requirements for qualifying 








must be met before the close of busi- 
ness in December. 


Columbus Mutual Gathering 


The annual agents’ convention of the 
Columbus Mutual Life will be held in 
Detroit Aug. 22-23. Central Ohio 
agents held a meeting in Columbus Fri- 
day. The principal speaker was D. A. 
Williams. 
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NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 
PRICE, $5.00 and $2.00 respectively. 


Redke, ate. Semaaeiion te “Unies Mieaake 
and “Little Gem,” Published Annually in Mas ne oynsntnces 


May and March respectively. 





Midland Mutual Has Changes 


New Annuity Rates ‘Schedule Approxi- 
mately Half Way Between Old 
and New Standard 








Midland Mutual Life annuity rates 
will be on a basis approximately half 
way between the old and new standard, 
effective July 1. At age 25 the new rates 
are approximately $100 below the new 
standard table and at age 85 about $6 
below. The company has: followed the 
accepted practice of rating women four 
years older than men. 


Single Premium Immediate Annuities 
Life Annuity Refund —y 


nnu. nnu. 
Purch. Single Purch. 


Single 
y rem. y 
$1,000 for $100 $1,000 
Mo. nnual. Mo. 
$ 3.86 $2,184.60 $ 3,73 
3. oa ee-0F 3.7 


S 
& 
an 


NSSAR SV OAT MH WAHIVHYIBT WH BANOGOS 
WWRAHWHIOROOWDWUIWONORAWATION WOH OW 
WADA PLIUAH WOWNWMMWNVIIANA ICID Owns 


. a ho bn to 0 9 9 9H OT OO OTD OD 9 D9 $I IAI $00 00 ODDO WD DODO OOOSOHMHE 


CNW CVIDRHWAHAODIUIDO- 
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PND SORTA: 


FR 9 29 NEI A SDSOD HW AIIIARAHHA HANNA ANNAN TTR dd heed hed wie eh Pm yh oo Ge 
tet Hm CO DD IDIATDVI WO POMNWOIP HORM OWRMP WHO DART P DH HOW DWAIRAHACP Rh WWW HOSS OL 0 
MOND DWHNMORAWN POP HH WRAOMD PND WUILONANDUIWHOD DOM ND RAIONUIO WAIN AN ANORPOMDWO 
PPP P00 HWANIANIAARAAAAH ANNA MN NTT Te ee ee yh Ree eh hd yh Ph sh 9909 9999.29 0900 
DAR HOD RHO ADU WH ODRDOTIWD HOWARD WN HOS DIANA TIO PS WD NDR RHOS OOO OOM =) 
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733.91 

*Women pay rate four years younger 
than actual age: i. e., age 25 male rate 
is rate at age 29 for female. 





Continental Assurance 


The Continental Assurance has 
changed its interest rate for discounting 
premiums paid in advance, the rate now 
being 3 percent where formerly it was 
3% percent. The company continues to 
pay 4 percent on funds left on deposit. 


Will O. Ferguson, associate general 
agent Fred M. McMillan agency of the 
Penn Mutual Life in Los Angeles, led 
the company’s entire field in paid per- 
- production of new business for 

ay. 








Columbian National’s Rates 


Non-participating Forms Slightly Higher 
—New Standard Adopted on Annui- 
ties—Retirement Contract Increased 








The Columbian National Life an- 
nounces new non-participating rates and 
values. The new rates on all of regu- 
lar forms are slightly higher. The new 
standard rates have been adopted for 
single premium immediate life and in- 
stallment refund annuities. The retire- 
ment annuity is now shown on the $1,- 
000 single premium basis as well as the 
$100 annual premium basis. The rates 
for this contract are increased to con- 
form to the new annuity rates. The 
revised schedule on life contracts fol- 
lows: 


Non-Participating Rates per $1,000 
Endowment 
20 Ann. Age 60 

Year Fe- 
End. Male male 
$41.51 $16.23 $17.12 
6 41.55 16.72 17.65 
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Travelers Annuity Rates Up 








Raise Scale July 1 on Single Premium 
Contracts; New Form Is 
Introduced 


The Travelers, effective July 1, an- 
nounces changes in rates for certain 
single premium annuity contracts. An 
increase was put. in effect on Jan. 1 
and the company also had increased the 
rates previously last year. The forth- 
coming change is in line with a similar 





“Tonight In The South” 


Always A “Best Bet” 
In Radio Programs 


WAPI 
SUNDAYS 


9:00 P. M. 
Oe My 


Dial 1140 





LiFe INSURANCE Q. 
BIRMINGHAM, ALABAMA. 
S. F. Clabaugh, President 


























Cont on iy 
«Salary potiey age of 

A wel 

u “Salary Continuance to 


Age 65” is a new policy 
to provide a monthly in- 
policy: come to dependents in 

| event of premature death 
of the insured. Income 
begins at death and con- 
tinues until insured 
would have been 65 years 
of age. 


Maximum coverage at 
minimum cost. 


A definite plan to pro- 
tect and replace income. 


Cost is same at all ages. 


Non-medical _ conversion 
privileges until age 55. 


Minimum income guaran- 
teed. 


For full particulars regarding submission of busi- 
ness on this plan, return coupon below. 


The 


Federal Reserve 
Life Insurance 


I am interested in learning more about 
your new Salary Continuance Policy. 


Wamte 4.55 2.5.1. 3..8 8.8. poss eae ETE becees 
Compa ny pareet if ./.5<-- Pitsnckdaatenavecsnceus 
KANSAS CITY, KANSAS | city ooo0c.0....00ccccccdccvieeceeeseeeeee 
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INDIANAPOLIS LIFE 
FIELDMEN MAKING RECORDS 


Increases being shown in life insurance sales are 
encouraging to every life insurance salesman. 


Following are a few outstanding gains being made 
by the Indianapolis Life’s splendid sales force. 


NEW BUSINESS FOR MAY 


Largest of any month for four years. 
Fifth Largest Month in Company’s History. 


INCREASE IN INSURANCE IN FORCE 


For first 5 months of year over $2,000,000.00, 
making total in force over $96,600,000.00. 


ASSETS—Largest in Company’s History 
MORTALITY—Continues Low 


Outstanding Financial Gains Made 


This Legal Reserve Mutual Company, organized in 
1905, has agency opportunities for additional cap- 
able men in the following states: 


Indiana, Illinois, Ohio, Texas, Iowa, Mich- 
igan, Minnesota, North Carolina, California 
and Florida. 


A complete list of policy contracts, friendly, helpful 
Home Office cooperation. 


INDIANAPOLIS LIFE INSURANCE CO. 


Edward B. Raub A. H. Kahler 
President Supt. of Agents 











step made by the Aetna Life in May 
and changes announced effective July 1 
‘|by a number of other companies. The 
actual rates have not yet been an- 
nounced, but it is assumed they will 
follow closely the so-called standard 
scale being put in force by many com- 
panies July 1. 

Vice-president James L. Howard in 
announcement to field men states: “Fur- 
ther review of the factors entering into 
life annuity rates indicates the neces- 
sity of increasing the rates for single 
premium life annuities without cash 
refund, including longer life annuities, 
effective July 1. There will be no change 
in cash refund or elective annuities ex- 
cept that the cash value and conse- 
quently the annuity options in the first 
five policy years of single premium elec- 
tive annuities will be reduced. 

“An additional form of single pre- 
mium annuity contracts will be offered, 
known as the instalment refund fn- 
nuity. Under this contract, if the total 
income received by the annuitant up to 
the time of death has not equaled the 
single premium, then the periodical pay- 
ments will continue to the beneficiary 
until the total amount paid to the an- 
nuitant and beneficiary equals the pre- 
mium. 

“The amount of income purchased by 
a given premium is greater than under 
the cash refund annuity, although less 
than under the life annuity.” 





Lowers Discount Rate 


The Prudential, as of July 1, is lower- 
ing its discount rate on premiums paid 
in advance to 24% percent compounded. 
This applies to ordinary policies and 
annuities. The rate this year has been 
3 percent, which represents a reduction 
from the 5% percent discount rate em- 
ployed last year. The reason given was 
difficulty in making prompt and satis- 
factory investments. The Prudential, 
unlike many other companies, will dis- 
count premiums for any number of years 











The Columbus Mutual 
OFFERS 


Firs:—LOW COST INSURANCE TO SELL. 
Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 


in advance with the limitation that the 
amount of deposit not! exceed $100,000. 








AGENCY NEWS 





Has Unique Agency Meeting 





C. C. Day Stages a Pioneer Indian 
Celebration with Pawnee Bill as 
the Chief Attraction 





The C. C. Day Agency of the Pacific 
Mutual Life at Oklahoma City initiated 
a spring contest, which attracted atten- 
tion because it dramatized early Okla- 
homa history as the stage setting. Mr. 
Day enlisted the interest of Maj. Gordon 
W. Lillie (Pawnee Bill) who has pre- 
served near Pawnee, Okla., the pioneer 
Old Town of Pawnee, with its rodeo, 
buffalo ranch, Indian settlements, etc. 
The round-up contest was brought to a 
climax last week with the mid-year 
meeting and buffalo banquet at Old 
Town. Guy Lyman, general agent Pa- 
cific Mutual Life at New Orleans, Jack 
Moore of the New Orleans agency, 
John Witherspoon, Jr., general agent at 
Nashville, and Jul Baumann, general 
agent at Fort Worth, were present. 

There was a business meeting in the 
afternoon, being built around the per- 
formance of C. F. Linder of the Okla- 
homa City agency, who led the entire 
country for the company last year. At 
the banquet Dr. J. B. Wachtel, presi- 
dent of the Day agency honor salesman’s 
club, presided as toastmaster. Major 
Lillie gave a talk about his experi- 
ences. There followed a colorful Indian 
ceremony, Guy Lyman being made a 
chief. The bonnet with which Mr. Ly- 
man was presented comes from a very 
valuable collection of Indian handwork 
in Oklahoma. It contains 30 white, 
black-tipped golden eagle tail feathers. 





Rogers Agency in Picnic 








was host and toastmaster at a Picnic 
ending a_field school conducted at Ro. 
chester, Ind., with Field Instructor R 
L. Kurtz of the home office in charge, 
W. J. Roddey, commander of the “Ve. 
erans’ Legion” and director and former 
general agent of the Equitable, was on 
from the home office to install a pogt 
of the legion. 


—_——_. 


Training School Plan Used 
by Albany General Agency 





Rodney Burr, general agent for the 
New England Mutual Life in Albany, 
N. Y., has just concluded another of his 
training schools for prospective agents, 
Twenty-one agents took the course and 
five of them have definitely concluded 
to become agents for the New England 
Mutual Life. Recruits for the school 
have been obtained partly by addressing 
letters to policyholders and asking them 
to recommend candidates for the train- 
ing school itself. Thus the application 
is not made immediately for an agent’s 
license but for the life insurance training 
course. The plan permits the student 
to determine after several weeks of in- 
struction and training whether he wants 
to enter the business and likewise en- 

















No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lang, F. L. Alexander, 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 














“Sweetest Income 
in America” 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 


same time you sell income pro- 
tection depends on a plan, 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter- 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-QOcean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 





H. L. Rogers, agency manager of the 
Equitable of New York in Indianapolis, 
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ables the general agent to form a judg- 
ment about the capacity and ability of 
the student as a possible life insurance 


agent. 
Zimmerman Agency Wins Contest 
The C. J. Zimmerman agency of the 


Connecticut Mutual Life in Newark 
won the prize in the inter-agency con- 





test among New England and New 
York agencies for the most submitted 
business. The Zimmerman agency sub- 
mitted $1,250,000, which was 10 percent 
in excess of its objective. Fourteen 
members of the agency have qualified 
for the company’s convention, which 
is being held at Virginia Beach June 
25-27. 





ae 





NEWS OF LIFE 


ASSOCIATIONS 





Texas State Meeting Plans 





Program for the Life Underwriters Con- 
vention That Will Be Held at 
Waco June 29 





The program for the annual meeting 
of the Texas Association of Life Un- 
derwriters at the Roosevelt hotel, Waco, 
June 29, is announced. O. P. Schnabel 
of San Antonio, manager of the Jeffer- 
son Standard Life, is president. The 
program follows: 

The Educational Activities of the 
Houston Association, H. R. Smith, Hous- 
ton. retire 
Planning Meeting Programs, R. B. 
Shields, Dallas. 

Duties of an Association Secretary- 
Treasurer, Grace G. Campbell, Waco. 

Keeping Up Enthusiasm in an Under- 
writer Association, Jui Baumann, Fort 
Worth. 

Ideas on Legislation, Harry Griffiths, 
Austin. 

The Leaders Round Table, Alva Carl- 
ton, Houston. 

Building Membership in an Associa- 
tion, Paul C. Creamer, San Antonio. 

Newspaper Publicity—What It Is and 
How to Obtain It, John C. Leissler, pub- 
lisher, Dallas. 

How the Life Underwriters Can Aid 
the Insurance Commissioner, R. L. 
Daniel, chairman board of insurance 
commissioners. 

Annual Election of Officers. 


The third annual statewide man- 
agers’ meeting will be held the day 


before. 
* * x 


Clayton Heads Newark Group 





Notable Speakers at Sales Congress 
Conducted by. Northern New 
Jersey Association 





NEWARK, June 27.—At the annual 
congress and luncheon meeting of the 
Life Underwriters Association of North- 
ern New Jersey, John E. Clayton, Mu- 
tual Benefit Life, was elected president. 
Other officers are: John Binns, first 
vice-president; Lloyd Harrison, Phoenix 
Mutual, second vice-president; F. W. 
Henson, Provident Mutual, treasurer, 
and J. B. MacWhinney, John Hancock, 
secretary. W. W. Banton, Connecticut 
Mutual, and E. C. Hoy, Sun Life of 
Canada, were elected to the executive 
committee. 


Gilman and Withers Speak 


Charles C. Gilman, National Life of 
Vermont, Boston, gave a brief but witty 
talk on “How U Goin.” Carl K. With- 
ers, New Jersey commissioner, who was 
a guest of the association, made a few 
brief remarks, revealing the fact that 
in his younger days he had sold insur- 
ance, 

Preceding the luncheon and election a 
brief sales congress was held. John R. 
Hardin, president Mutual Benefit Life, 
made the welcome address. H. H. Wil- 
son, Equitable Life agency manager in 
New York City, spoke briefly on ‘The 
Eyes Have It”; R. B. Coolidge, as- 
sistant superintendent of agencies Aetna 
Life, on “Programming”; G. J. Kutcher, 
general agent Northwestern Mutual 
Life in New York City, on “Going 
Places”; Osborne Bethea, New York 
City general agent Penn Mutual, on 
“Closing the Sale,” and Stanley E. Mar- 
tin, John Hancock Mutual, Columbus, 
O., on “Seeing Tomorrow’s Problems 
Today.” About 250 from all parts of 
New Jersey attended the congress and 





luncheon. 


T. M. Riehle Closes Season 


Philadelphia Association Hears the 
President of the National Life Under- 
writers Association Speak 








President T. M. Riehle of the National 
Association of Life Underwriters was 
the leading speaker at the Philadelphia 
association meeting which closed the 
season. He said that much progress has 
been made in the direction of merchan- 
dising the idea that people should deal 
with members of life underwriters’ as- 
sociations in purchasing life insurance. 
While it may be popular to attack reser- 
voirs of great wealth and large invest- 
ments, Mr. Riehle stated that it should 
be pointed out that while the assets of 
life companies have steadily increased 
due to the depression, their liabilities 
have similarly increased. The companies, 
he said, are not necessarily getting 
“rich” but operate as they always have 
as trustees of savings. 


Main Characteristics Given 


Basically, the protection and the way 
to sell it have not changed much with 
the passing years, irrespective of the 
state of the nation’s business. More 
thought is now being given to who 
should become life agents. The prin- 
cipal qualifications, in the speaker’s 
opinion, are intestinal fortitude and edu- 
cational training which may be absorbed 
as the agent grows in the business. The 
speaker suggested that he had found 
several mechanical gadgets efficacious in 
the conduct of his agency. The first is 
a combination sieve and funnel. The 
sieve sifts the apparently unrelated ideas 
which the agent gets from attending 
meetings of all sorts and from studying 
books on the business. The big nuggets 
go off on a conveyor belt to be shelved 
in the brain where they are none the 
less available when the occasion arises 
to make use of them. On the other 
hand, a small nugget may fall through 
into the working portion of the agent’s 
mind to be put to active use. If Mr. 
Riehle can cull one workable idea out 
of a book 300 pages long, he does not 
consider that his time was wasted in 
reading it. 

Definition of a Prospect 


A common definition of a prospect 
includes (1) an ability to pay, (2) an 
ability to pass a medical examination, 
and (3) a personality which will not 
clash with that of the agent. The 
speaker said he did not worry very much 
about the last two qualifications. He 
lets the company worry about a man’s 
insurability and as far as his personality 
is concerned, he doesn’t hesitate to so- 
licit anybody. 

It is an “even break” system—if the 
agent attempts to sell the biggest man 
he knows and does not succeed, he 
hasn’t lost anything. But where ability 
to pay is concerned, he suggested that 
we determine whether a man has an 
“economic surplus.” There are lots of 
people who, in the race to keep up with 
the Joneses, will probably always spend 
more than they make, even though they 
may make many thousands per year. 
Yet, a man whose job places him at a 
low point in the social scale may have 
considerable surplus available with 
which to invest in life insurance. 

In the actual interview, the use of 
interrupting ideas can hardly be over- 
done, since it serves to awaken the in- 
terest of a prospect who is otherwise 
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MODERN CONTRACTS 


Present day needs for life insurance call for modern contracts. 
Atlantic Life representatives have at their disposal a complete line 
of attractive policies—including Family Income, Salary Continu- 
ance, Retirement Income, Term to Age 65, and Juvenile—all avail- 
able at low guaranteed cost. 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA 


Angus O. Swink William H. Harrison 
President ; Vice-Pres. & Supt. of Agencies 
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the present enrollment of 1,130 is the 
highest in the history of the associa- 
tion. 
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Headliners at Little Rock 


The Little Rock Association of Life 
Underwriters and the Arkansas Associa- 
tion of Life Underwriters have a num- 
ber of headliners on the program for 
the annual sales congress at Little Rock 
June 28. 

The speakers include L. O. Schriver, 
Peoria, Ill., general agent Aetna Life 
and first vice-president National associa- 
tion; A. E. Patterson, Chicago, general 
agent Penn Mutual Life; C. O. Fischer, 
St. Louis, general agent Massachusetts 
Mutual, and E. B. Stevenson, Jr., vice- 
president National Life & Accident. 
An attendance of 250 is expected. 


* * x 

Austin, Tex.—O. R. Eby has been 
elected president; Frank D. Scotten, 
vice-president; C. B. Lange, treasurer, 
and Bascom Lang, secretary. Directors 
are: B. T. Cantrell, Harry Griffith, E. J. 
Tucker, George Revis, R. B. Hopkins 
and Lewellyn Rose. 


* *k x 


Beaumont, Tex.—Officers re-elected as 
follows: President, J. G. Fuqua; vice- 
president, C. M. Carroll, and secretary- 
treasurer, R. O. Williams. 

* *K x* 


Heart o’ Texas (Brownwood)—J. L. 
Breazeale, Business Men’s Assurance, 
elected preSident, succeeding J. Waldo 
Carson, Southland Life. Other officers 
are: Vice-president, R. L. Patterson; 
secretary-treasurer Roy B. McGuire; na- 
tional committeeman, W. N. Hawkins of 
Coleman; state director, J. A. Tibbetts, 
and directors, D. L. Garrett, Lee Meek, 
Joe Blagg and Frank Reese of Coleman. 


* * xX 


Wheeling, W. Va.—The sales congress 
brought an attendance of 240. The 
speakers were Paul Speicher of the R. 
& R. Service, Indianapolis; Stanley Mar- 
tin, Columbus, O., John Hancock Mutual; 
Gordon Davis, Metropolitan supervisor 
at Cincinnati; F. H. Davis, vice-presi- 
dent Penn Mutual, and W. H. Heavey, 
assistant manager Equitable Life of 
New York, Wheeling. J. A. Morrison, 
life manager for I. C. Paull, Inc., has 
been elected president of the organiza- 
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qravelers; G. F. Ashenhart, Prudential; 
H. J. Hores, Equitable Life of New York, 
and G. V. Dawson, Sun Life, directors. 
The directors elect the secretary- 
treasurer and J. R. Paisley will be re- 
elected to that position. The member- 
ship increased from 50 to 145. 
* * * 

Denver—J. E. Robinson, New York 
Life, was elected president of the Colo- 
rado association at the annual spring 

rty. More than 400 were present. 
wW. S. Cooley, Pacific Mutual, is vice- 
president; W. A. Scroggs, Bankers Life 
of Iowa, secretary; Isadore Samuels, 
New England Mutual, national commit- 
teeman. Paul S. Jolley, Travelers, is 
past president. Directors are Guy Hob- 
gon, Connecticut Mutual; Guy Gay, Sun 
Life; William Goebel, Northwestern Mu- 
tual, and Fred Krueger, Capitol Life. 
The two vice-presidents from outside of 
Denver are: Clinton Smith, Union Cen- 
tral, Grand Junction, and Spencer Trent, 
New England Mutual, Greeley. 


* * * 

Philadelphia—A. V. Tisdale, Connecti- 
cut Mutual, is the new president. L. F. 
Hildreth, Travelers, is first vice-presi- 
dent; C. H. Orr, Pacific Mutual, second 
vice-president; N. B. Missell, Equitable 
of New York, treasurer. 

New directors are: M. R. Orr, Massa- 
chusetts Mutual, the retiring president; 
H. C. Cross, Prudential; H. M. McBrat- 
ney, Provident Mutual; I. R. Barton, 
Sun Life, and Sophia W. Bliven, Penn 
Mutual. 

T. L. Fansler, Northwestern Mutual, 
who is now celebrating his 50th year in 
the business, was elected an honorary 
member. The principal speaker was T. 
M. Riehle, president National associa- 
tion. 

* *k x* 

Greenville, N. C.—F. W. Graham is 
president; Jack Mullan, former presi- 
dent, becomes’ vice-president, B. C. 
Fletcher is secretary. 

See 

Winston-Salem, N. C.—D. D. Edmunds 
is the new president, succeeding E. T. 
Mickey. The vice-president is B. T. 
Woodall; secretary, Fred Edmunds, and 
treasurer, Brooks Bynum. 

* * * 

Syracuse, N. Y.—F. H. Biederstedt is 
the new president; C. D. Clark is vice- 
president; Robert Dixon, treasurer, 
Henry Lipes, secretary. George Harty, 
retiring president, is chairman of the 
executive committee. 

* kK * 

Port Arthur, Tex.—Ray Saunders has 
been elected president; Jack Salvert, 
vice-president, and Mrs. Charles M. Fon- 
dren, secretary-treasurer. Directors are: 
c. G. Hall, Leonard Fisher, T. M. Tay- 
lor and J. W. Denny, retiring president. 
A change in the Texas law so as to 
permit a guardian to invest funds of a 
ward in any type of life insurance con- 
tract or annuity issued by a legal re- 
serve company was advocated in a reso- 
lution. 

*x* *K * 


Waukegan, Ill.—Leonard A. Doolittle, 
district agent of the R. S. Edwards gen- 
eral agency of the Aetna Life, Chicago, 
was elected president at the annual 
meeting. He succeeds R. M. Van Buren. 
The other new officers are: Vice-presi- 
dent, J. J. Kelly; secretary, Ed Durst; 
treasurer, A. E. Emerson; directors, Mr. 
Van Buren, P. W. Kaiser, C. E. Everett 
and J. C. Balletine. Retiring President 
Van Buren reported 41 paid members. 

*x* * * 

Portland, Ore.—New directors are J. E. 
Berg, Aetna Life; S. D. Chapin, Mutual 
of New York; W. D. Felder, Acacia Mu- 
tual; V. C. Gilbert, Equitable of Iowa; 

. E. North, New York Life; F. W. 
Paris, National of Vermont; D. W. 
Bowers, Oregon Mutual; N. A. Dew, John 
Hancock; E. W. Hawkins, Equitable of 
New York; R. W. Neighbors, Jr., Union 
Central; A. M. Sherwood, Penn Mutual; 
Cc. H. Twiss, Metropolitan Life, and L. D. 
Wanzer, New England Mutual. 

Short addresses were given by Horace 
Mecklem, New England Mutual Life, and 
W. K. Hood, Mutual Life of New York. 

“ ER 


Dallas—T. M. Simmons, manager 
agencies Pan-American Life, spoke on 
“Guaranteeing Good Intentions.” 

*x * * 

San Jose, Cal.—‘“Sales Ideas Straight 
from the Shoulder” is the theme of a 
one-day sales congress June 29, with 
J. M. O’Keefe, Metropolitan Life, pre- 
siding. Invitations are being issued to 
all agents to attend the meeting, which 
is designed to eliminate “the slump in 
summer sales.” 

* * * 


San Francisco—With M. R. Nyman, re- 
cently appointed manager of the Occi- 
dental Life, as the principal speaker, the 
final meeting under W. R. Spinney, pres- 
ident, was held Monday. T. P. Rogers, 
dean of the law school of Lincoln Uni- 
versity, explained legal possibilities sur- 





rounding the present confused status of 
trusteeships under partnership purchase 
agreements. 

For the third consecutive time, the 
P. G. Young agency of the Metropolitan 
Life won the Wells Fargo Bank & Union 
Trust Company award for membership. 


* * * 


Jamestown, N. ——Peter Allen, gen- 
eral agent Northwestern Mutual Life in 
Buffalo, spoke at a luncheon meeting on 
“Selling Life Insurance in the Smaller 
Communities.” C. L. Hartman reported 
on the recent Syracuse convention. Plans 
were made for a stag outing July 13. 


* * x 

New Haven, Conn.—H. L. Woods was 
elected president at the annual meeting, 
succeeding E. P. Allen. H. V. Krick is 
vice-president; C. T. Krolin, secretary; 
F. S. Keach, treasurer; Mr. Keach, F. S. 
Hamilton and R. M. Oakley new direc- 
tors. 

* * 

St. Louis—A. E. Miller, Northwestern 
Mutual Life, was elected president at 
the annual meeting; H. H. Cammack, 
John Hancock Mutual Life, first vice- 
president; D. M. Johnson, Phoenix Mu- 
tual Life, second vice-president. New 
directors are W. H. Van Sickler, State 
Mutual Life; W. S. Smith, Pacific Mutual 
Life; W. S. Sutherland, Sun Life of Can- 
ada; S. B. Oakes, New England Mutual 
Life; J. A. Parker, Provident Mutual 
Life, and F. W. Aufderheide, Jr., Mu- 
tual Benefit Life. The holdover direc- 
tors are Ray Martin, Home Life of New 
York; H. E. Wuertenbaecher, Penn Mu- 
tual Life, and H. A. Moores, National 
Life of Vermont. 

A. P. Shugg, general agent Aetna 
Life, the retiring president, was  pre- 
sented with a beautiful desk barometer 
as a token of esteem. 

Mr. Cammack as chairman of the 
membership committee, reported that 
the total membership had increased to 
511 from 306 a year ago. 

Prizes were presented to winners in 
the Life Insurance Week competition, 
F. F. Sale, General American Life, win- 
ning first in paid for volume $80,238, 
and Laurence Stern, Penn Mutual, sec- 
ond, with $68,500. J. E. Bardwell and 
Miss Dorothy H. Hollings, both of the 
Reliance Life, tied for the greatest num- 
ber of lives written. 

* * * 

Louisville—C. C. Robinson of Indian- 
apolis, editor of the “Insurance Sales- 
man,” spoke before the association Fri- 
day on “Prospecting.” 

All officers were reelected: President, 
W. M. Cotton; vice-presidents, George 
Weathers and Colgan Norman; secre- 
tary-treasurer, T. B. Morgan; executive 
committee, C. R. Adkins and Lewis 
Hardy. 

* * * 

Erie, Pa.—Three new directors have 
been elected: Courtney Dale, Provident 
Mutual; D. M. Conray, Provident Mutual, 
and R. E. Waldo, Connecticut General. 
The annual meeting will be held July 5. 

* * x 

Peoria, Ill—C. W. Reuling, Massachu- 
setts Mutual, is president; Dr. J. H. 
Pearce, Connecticut Mutual, first vice- 
president; H. A. Shaw, Metropolitan, 
second vice-president; C. E. Thompson, 
Connecticut General, secretary; new 
members executive committee R. H. 
Davis, Aetna Life; R. O. Becker, North- 
western Mutual; J. W. Ross, Mutual 
Benefit; S. S. Marshall, Prudential; J. L. 
Brawford, Equitable of New York, and 
Jim Hack, New York Life. 

Mr. Thompson was presented with a 
traveling bag in recognition of his serv- 
ice. He has been secretary 10 years. 
Three Des Moines men appeared in be- 
half of the convention of the National 
association in September, they being 
Martin Seltzer, Aetna Life; T. H. Young, 
Yeomen Mutual, and H. L. Haskins, John 
Hancock. 

*x* * x 


Kansas City, Mo.—The new by-laws 
provide a definite setup for seven stand- 
ing committees, a thing the association 
never has had before. The cumbersome 
executive committee, composed of about 
20 men and combining advisory and ex- 
ecutive committees, is eliminated and a 
board of directors of seven officers is set 
up. The board will have more power 
than the old executive committee to 
elect and discipline members, etc. 

* * * 

Cincinnati—Officers elected are: J. W. 
Dalzell, National Life of Vermont, presi- 
dent; A. R. Massa, Connecticut Mutual, 
vice-president; R. E. Harrison, Union 
Central, treasurer; R. F. Ives, Massachu- 
setts Mutual, secretary. The directors 
include L. D. Fowler, E. C. Peebles, H. 
O. Roth, S. C. H. Taylor, W. T. Earls, C. 
R. Robb, L. B. Shellhase, E. W. Simpkin- 
son and Ray Hodges, who is also na- 
tional executive committeeman. This 


_was the first time that the officers were 


chosen directly by active members of the 








Achievement— 
An Increase of $34,410,379.00 insurance in force during 1934. 


More than $14,000,000.00 Increase in Assets and $5,500,000.00 
ome in Surplus from December 31, 1929, to December 31, 
34. 


Grown to a half billion dollar Company in 30 years. ~ 


Excellence— 


The prestige that arises from financial stability and years of 
fair dealing is enjoyed by each Anico representative. Practical 
and attractive selling features open new avenues of business and 
complete the equipment of the man in the field. 


Power— 
$124.58 in Assets for each $100.00 of liabilities. 


$52,721,865.75 in Assets and $10,401,100.02 in Surplus on De- 
cember 31, 1934. 


Plans— 


Agency Conventions announced for 1936. 
Extension of agency development in both old and new territories. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 
INSURANCE COMPANY 
GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 








OccIDENTAL 


Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 
| 


OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 
V. H. Jenxuns, Vice-President, in Charge of Production 
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strongest in the first interview, although 
considerable success has been built on 
the two interview system. In the ab- 
sence of extenuating circumstances, 
three or four interviews with the same 
man usually mean that the case is hope- 
less. Mr. Riehle believes in securing 
medical examinations wherever possible 
and that many a sale can be ascribed 
more to a discussion of the man’s health 
than to the presentation of life insur- 
ance as such. 

Mr. Riehle said: “We are dealing in 
today and tomorrow. Yesterday is un- 
der the bridge. Taking punishment is 
part of our job and the strong and wise 
men in the business take measures to 
offset it. The strongest plane must get 
off the ground into the wind before it 
can get in the air and get the benefit of 
a tailwind.” 


* * * 


Woods New Pittsburgh Chief 


Equitable Life Man Has Been Elected 
President of the Life Underwriters 


Association 








At the annual meeting of the Pitts- 
burgh Life Underwriters Association the 
guest speaker was Judge J. A. Richard- 
son of the common pleas court. L. C. 
Woods, Jr., Equitable Life of New 
York, was chosen president; S. E. Web- 
ster, Provident Mutual, first vice-presi- 
dent; Erroll Ripley, Northwestern Mu- 
tual, second vice-president; W. R. 
Furey, Berkshire, treasurer. The new 
directors are H. T. Burnet, Reliance 
Life; R. H. Finger, Sun Life of Canada; 
A. F. Haas, Mutual Life of New York; 
F. W.. Ries, Jr., Canada Life; R. N. 
Waddell, Connecticut Mutual, and F. C. 
Wigginton, State Mutual. 


Burnet Gets Hemingway Cup 


The Hemingway president’s cup went 
to H. T. Burnet, manager western Penn- 
sylvania department of the Reliance 
Life. It is awarded annually to the 
agency in the association which has the 
best record for increased membership, in 
attendance at meetings and general co- 
operation in association affairs. It was 
first donated in 1929 and since then has 
been won twice by the Reliance Life. 
Prefacing his talk with the statement 
that a life man naturally contacts peo- 
ple who want protection, and that he 
naturally is primarily interested in a 
prospect’s ability to pay, the judge pre- 
sented actual cases of people who at 
sometime in the future will be interested 
in life insurance and in the estates which 
life insurance men are trying to create. 
A report of the paid-up membership 
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MODERN CONTRACTS 


Present day needs for life insurance call for modern contracts. 
Atlantic Life representatives have at their disposal a complete line 
of attractive policies—including Family Income, Salary Continu- 
ance, Retirement Income, Term to Age 65, and Juvenile—all avail- 
able at low guaranteed cost. 
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president, C. M. Carroll, and secretary- 
treasurer, R. O. Williams. 
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LAWRENCE C. WOODS, JR., Pittsburgh 


Lawrence C. Woods, Jr., of the Ed- 
ward A. Woods Agency of the Equit- 
able Life of New York at Pittsburgh 
becomes president of the Pittsburgh As- 
sociation of Life Underwriters. The 
name of Woods is a magic one in Pitts. 
burgh life insurance affairs. The late 
Edward A. Woods, the founder of the 
agency, was one of the greatest agency 
leaders that the country has ever pro- 
duced. Associated with him was his 
brother, Lawrence C. Woods, a very 
strong man. L. C. Woods, Jr., is a son 
of the late Lawrence C. Woods. 








the present enrollment of 1,130 is the 
highest in the history of the associa- 
tion. 

* * x 


Headliners at Little Rock 


The Little Rock Association of Life 
Underwriters and the Arkansas Associa- 
tion of Life Underwriters have a num- 
ber of headliners on the program for 
the annual sales congress at Little Rock 
June 28. 

The speakers include L. O. Schriver, 
Peoria, Ill, general agent Aetna Life 
and first vice-president National associa- 
tion; A. E. Patterson, Chicago, general 
agent Penn Mutual Life; C. O. Fischer, 
St. Louis, general agent Massachusetts 
Mutual, and E. B. Stevenson, Jr., vice- 
president National Life & Accident. 
An attendance of 250 is expected. 


* * 


Austin, Tex.—O. R. Eby has _ been 
elected president; Frank D. Scotten, 
vice-president; C. B. Lange, treasurer, 
and Bascom Lang, secretary. Directors 


are: B. T. Cantrell, Harry Griffith, E. J. 
Tucker, George Revis, R. B. Hopkins 


and Lewellyn Rose. 


* Ok Ok 


Beaumont, Tex.—Officers re-elected as 
President, J. G. Fuqua; vice- 


* *K * 


Heart o’ Texas (Brownwood)—J. L 
Business Men’s' Assurance, 


elected preSident, succeeding J. Waldo 
Carson, Southland Life. Other officers 
are: Vice-president, R. L. Patterson; 


secretary-treasurer Roy B. McGuire; na- 
tional committeeman, W. N. Hawkins of 
Coleman; state director, J. A. Tibbetts, 
and directors, D. L. Garrett, Lee Meek, 
Joe Blagg and Frank Reese of Coleman. 
* * x 

Wheeling, W. Va.—The sales congress 
brought an attendance of 240. The 
speakers were Paul Speicher of the RB. 
& R. Service, Indianapolis; Stanley Mar- 
tin, Columbus, O., John Hancock Mutual; 
Gordon Davis, Metropolitan supervisor 
at Cincinnati; F. H. Davis, vice-presl- 
dent Penn Mutual, and W. H. Heavey; 
assistant manager Equitable Life of 
New York, Wheeling. J. A. Morrison, 
life manager for I. C. Paull, Inc., has 


been elected president of the organiza- 
tion; Robert Carson, Equitable Life of 
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travelers; G. F. Ashenhart, Prudential; 
H. J. Hores, Equitable Life of New York, 
and G. V. Dawson, Sun Life, directors. 
The directors elect the secretary- 
treasurer and J. R. Paisley will be re- 
elected to that position. The member- 
ship increased from 50 to 145. 


* * * 

Denver—J. E. Robinson, New York 
Life, was elected president of the Colo- 
yado association at the annual spring 

ty. More than 400 were present. 
w. S. Cooley, Pacific Mutual, is vice- 

ident; W. A. Scroggs, Bankers Life 
of Iowa, secretary; Isadore Samuels, 
New England Mutual, national commit- 
teeman. Paul S. Jolley, Travelers, is 
past president. Directors are Guy Hob- 
gon, Connecticut Mutual; Guy Gay, Sun 
Life; William Goebel, Northwestern Mu- 
tual, and Fred Krueger, Capitol Life. 
The two vice-presidents from outside of 
Denver are: Clinton Smith, Union Cen- 
tral, Grand Junction, and Spencer Trent, 
New England Mutual, Greeley. 
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* * x 

Philadelphia—A. V. Tisdale, Connecti- 
cut Mutual, is the new president. L. F. 
Hildreth, Travelers, is first vice-presi- 
dent; C. H. Orr, Pacific Mutual, second 
vice-president; N. B. Missell, Equitable 
of New York, treasurer. 

New directors are: M. R. Orr, Massa- 
chusetts Mutual, the retiring president; 
H. C. Cross, Prudential; H. M. McBrat- 
ney, Provident Mutual; I. R. Barton, 
Sun Life, and Sophia W. Bliven, Penn 
Mutual. 

T. L. Fansler, Northwestern Mutual, 
who is now celebrating his 50th year in 
the business, was elected an honorary 
member. The principal speaker was T. 
M. Riehle, president National associa- 
tion. 

* *k x* 


Greenville, N. C.—F. W. Graham is 


president; Jack Mullan, former presi- 
dent, becomes’ vice-president, B. C. 
Fletcher is secretary. 


* * x* 

Winston-Salem, N. C.—D. D. Edmunds 
is the new president, succeeding E. T. 
Mickey. The vice-president is B. T. 
Woodall; secretary, Fred Edmunds, and 
treasurer, Brooks Bynum. 

* * * 

Syracuse, N. Y.—F. H. Biederstedt is 
the new president; C. D. Clark is vice- 
president; Robert Dixon, treasurer, 
Henry Lipes, secretary. George Harty, 
retiring president, is chairman of the 
executive committee. 

* * * 

Port Arthur, Tex.—Ray Saunders has 
been elected president; Jack Salvert, 
vice-president, and Mrs. Charles M. Fon- 
dren, secretary-treasurer. Directors are: 
Cc. G. Hall, Leonard Fisher, T. M. Tay- 
lor and J. W. Denny, retiring president. 
A change in the Texas law so as to 
permit a guardian to invest funds of a 
ward in any type of life insurance con- 
tract or annuity issued by a legal re- 
serve company was advocated in a reso- 
lution. 

*x* * * 


Waukegan, Ill.—Leonard A. Doolittle, 
district agent of the R. S. Edwards gen- 
eral agency of the Aetna Life, Chicago, 
was elected president at the annual 
meeting. He succeeds R. M. Van Buren. 
The other new officers are: Vice-presi- 
dent, J. J. Kelly; secretary, Ed Durst; 
treasurer, A. E. Emerson; directors, Mr. 
Van Buren, P. W. Kaiser, C. E. Everett 
and J. C. Balletine. Retiring President 
Van Buren reported 41 paid members. 

* * * 

Portland, Ore.—New directors are J. E. 
Berg, Aetna Life; S. D. Chapin, Mutual 
of New York; W. D. Felder, Acacia Mu- 
tual; V. C. Gilbert, Equitable of Iowa; 
W. E. North, New York Life; F. W. 
Paris, National of Vermont; D. W. 
Bowers, Oregon Mutual; N. A. Dew, John 
Hancock; E. W. Hawkins, Equitable of 
New York; R. W. Neighbors, Jr., Union 
Central; A. M. Sherwood, Penn Mutual; 
C. H. Twiss, Metropolitan Life, and L. D. 
Wanzer, New England Mutual. 

Short addresses were given by Horace 
Mecklem, New England Mutual Life, and 
W. K. Hood, Mutual Life of New York. 


* * x 
Dallas—T. M. Simmons, manager 
agencies Pan-American Life, spoke on 


“Guaranteeing Good Intentions.” 
* * 


* 

San Jose, Cal.—“Sales Ideas Straight 
from the Shoulder” is the theme of a 
one-day sales congress June 29, with 
J. M. O’Keefe, Metropolitan Life, pre- 
siding. Invitations are being issued to 
all agents to attend the meeting, which 
is designed to eliminate “the slump in 
Summer sales.” 


* * * 

San Francisco—With M. R. Nyman, re- 
cently appointed manager of the Occi- 
dental Life, as the principal speaker, the 
final meeting under W. R. Spinney, pres- 
ident, was held Monday. T. P. Rogers, 
dean of the law school of Lincoln Uni- 
versity, explained legal possibilities sur- 





rounding the present confused status of 
trusteeships under partnership purchase 
agreements. 

For the third consecutive time, the 
P. G. Young agency of the Metropolitan 
Life won the Wells Fargo Bank & Union 
Trust Company award for membership. 


* * * 


Jamestown, N. Y¥.—Peter Allen, gen- 
eral agent Northwestern Mutual Life in 
Buffalo, spoke at a luncheon meeting on 
“Selling Life Insurance in the Smaller 
Communities.” C. L. Hartman reported 
on the recent Syracuse convention. Plans 
were made for a stag outing July 13. 


* * x 
New Haven, Conn.—H. L. Woods was 
elected president at the annual meeting, 
succeeding E. P. Allen. H. V. Krick is 
vice-president; C. T. Krolin, secretary; 
F. S. Keach, treasurer; Mr. Keach, F. S. 
Hamilton and R. M. Oakley new direc- 
tors. 
*x * * 


St. Louis—A. E. Miller, Northwestern 
Mutual Life, was elected president at 
the annual meeting; H. H. Cammack, 
John Hancock Mutual Life, first vice- 
president; D. M. Johnson, Phoenix Mu- 
tual Life, second vice-president. New 
directors are W. H. Van Sickler, State 
Mutual Life; W. S. Smith, Pacific Mutual 
Life; W. S. Sutherland, Sun Life of Can- 
ada; S. B. Oakes, New England Mutual 
Life; J. A. Parker, Provident Mutual 
Life, and F. W. Aufderheide, Jr., Mu- 
tual Benefit Life. The holdover direc- 
tors are Ray Martin, Home Life of New 
York; H. E. Wuertenbaecher, Penn Mu- 
tual Life, and H. A. Moores, National 
Life of Vermont. 

A. P. Shugg, general agent Aetna 
Life, the retiring president, was  pre- 
sented with a beautiful desk barometer 
as a token of esteem. 

Mr. Cammack as chairman of the 
membership committee, reported that 
the total membership had increased to 
511 from 306 a year ago. 

Prizes were presented to winners in 
the Life Insurance Week competition, 
F. F. Sale, General American Life, win- 
ning first in paid for volume $80,238, 
and Laurence Stern, Penn Mutual, sec- 
ond, with $68,500. J. E. Bardwell and 
Miss Dorothy H. Hollings, both of the 
Reliance Life, tied for the greatest num- 
ber of lives written. 

*x* * * 

Louisville—C. C. Robinson of Indian- 
apolis, editor of the “Insurance Sales- 
man,” spoke before the association Fri- 
day on “Prospecting.” 

All officers were reelected: President, 
W. M. Cotton; vice-presidents, George 
Weathers and Colgan Norman; secre- 
tary-treasurer, T. B. Morgan; executive 


committee, C. R. Adkins and Lewis 
Hardy. 

* * * 
Erie, Pa.—Three new directors have 


been elected: Courtney Dale, Provident 

Mutual; D. M. Conray, Provident Mutual, 

and R. E. Waldo, Connecticut General. 

The annual meeting will be held July 5. 
* * * 

Peoria, Ill—C. W. Reuling, Massachu- 
setts Mutual, is president; Dr. J. H. 
Pearce, Connecticut Mutual, first vice- 
president; H. Shaw, Metropolitan, 
second vice-president; C. E. Thompson, 
Connecticut General, secretary; new 
members executive committee R. 2 
Davis, Aetna Life; R. O. Becker, North- 
western Mutual; J. W. Ross, Mutual 
Benefit; S. S. Marshall, Prudential; J. L. 
Brawford, Equitable of New York, and 
Jim Hack, New York Life. 

Mr. Thompson was presented with a 
traveling bag in recognition of his serv- 
ice. He has been secretary 10 years. 
Three Des Moines men appeared in be- 
half of the convention of the National 
association in September, they being 
Martin Seltzer, Aetna Life; T. H. Young, 
Yeomen Mutual, and H. L. Haskins, John 
Hancock. 

*x* * * 

Kansas City, Mo.—The new by-laws 
provide a definite setup for seven stand- 
ing committees, a thing the association 
never has had before. The cumbersome 
executive committee, composed of about 
20 men and combining advisory and ex- 
ecutive committees, is eliminated and a 
board of directors of seven officers is set 
up. The board will have more power 
than the old executive committee to 
elect and discipline members, etc. 

*x * * 


Cincinnati—Officers elected are: J. W. 
Dalzell, National Life of Vermont, presi- 
dent; A. R. Massa, Connecticut Mutual, 
vice-president; R. E. Harrison, Union 
Central, treasurer; R. F. Ives, Massachu- 
setts Mutual, secretary. The directors 
include L. D. Fowler, E. C. Peebles, H. 
O. Roth, S. C. H. Taylor, W. T. Earls, C. 
R. Robb, L. B. Shellhase, E. W. Simpkin- 
son and Ray Hodges, who is also na- 
tional executive committeeman. This 
was the first time that the officers were 
chosen directly by active members of the 














Achievement— 
An Increase of $34,410,379.00 insurance in force during 1934. 


More than $14,000,000.00 Increase in Assets and $5,500,000.00 
Increase in Surplus from December 31, 1929, to December 31, 
1934. 


Grown to a half billion dollar Company in 30 years. ~ 


Excellence— 


The prestige that arises from financial stability and wer of 
fair dealing is enjoyed by each Anico representative. Practical 
and attractive alee features open new avenues of business and 
complete the equipment of the man in the field. 


Power— 
$124.58 in Assets for each $100.00 of liabilities. 


$52,721,865.75 in Assets and $10,401,100.02 in Surplus on De- 
cember 31, 1934. 


Plans— 


Agency Conventions announced for 1936. 
Extension of agency development in both old and new territories. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 


INSURANCE COMPANY 


GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 








Occ DENTAL 


Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 


OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 
V. H. Jenxuns, Vice-President, in Charge of Production 
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INSURANCE LOMPANY 
OMAHA.,NEBRASKA 
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HAVE YOU SEEN the 
pleasing results of the 


rehabilitation program 
at the La Salle? 


HAVE YOU FELT the 
sincerity of its hospital- 
ity as reflected through 
its "foremost in friend- 
liness''? 


HAVE YOU HEARD 
about its glamorous 
Cocktail Lounge with 
murals of a circus en- 
tourage? 


HAVE YOU ENJOYED 
its tasty food? 


Rates $2.50 and up 


LASALLE HOTEL - - Chicago 
La Salle Street at Madison 7 


James Louis Smith, Manager 








tary-treasurer, 


ter, Sun Life of Canada; Edward Engle, 
setts Mutual, and L. H. Bullock, Occi- 


association. 


chosen directly by the membership. 
There was much interest in the election 
and the vote was a close one. 

*x* * * 

Chattanooga— L. W. Rhodes, Inter- 
State Life, is president; Jack Daimond, 
Metropolitan, vice-president; J. H. Ab- 
bott, Prudential, secretary. 

* * * 

Lansing, Mich.—At the annual meet- 
ing R. G. Nowlin, Dominion Life, was 
elected president, succeeding DB. A. John- 
son. Other new officers are: Vice-presi- 


Two nominating commit- 
tees of three members each selected one 
candidate for each office who were 


dent, F. J. Stringham, Great-West Lit. 
secretary, Herman Henkel, Fidelity My. 
tual; treasurer, C. H. Tenny, Penn m. 
tual; directors, W. C. Young, Prudential 
and S. F. Simmons, Massachusetts Mp. 
tual. Membership gained to 56, one gy 
the best records in the association, 
history. 
* * x 

Shreveport, La.—The following of. 
cers are elected: C. F. McClendon, preg. 
dent; L. E. Throgmorton, vice-president, 
Merton Lindsey, secretary; C. C. Hutch. 
inson, Jr., treasurer. H. O. Falbaum, 5 
A. Gillispie, E. A. Labry, J. S. Reily ang 
B. W. Fane, directors. 








——— 





PACIFIC COAST 


AND MOUNTAIN 





Taylor Heads East Bay Group 


Oakland General Agent of Connecticut 
Mutual Elected President of Life 


Underwriters Association 








OAKLAND, CAL., June 27.—James 
L. Taylor, general agent Connecticut 
Mutua! Life, was elected president of 











JAMES L. TAYLOR 


the Oakland-East Bay Life Underwrit- 
ers Association at the annual meeting, 
succeeding J. J. Stegge, Lincoln Na- 
tional Life. As a result of his efforts as 
membership chairman the past year 
membership of the association today 
stands at a level never reached in pre- 
vious years. 

New vice-presidents are George Mor- 
tensen, Equitable Life of New York, and 
Jerry Allen, Pacific Mutual Life; secre- 
Hubert Hughes, New 
York Life; directors, J. J. Stegge, 
Maurice Marks, Travelers; F. F. Trot- 


Prudential; C. G. Keehner, Massachu- 


dental. 
E. H. Norene, assistant superintendent 





Ninety-Year Booklet of 
the State Mutual Life 











the State Mutual Life has published 
“Protecting Three Generations,” a book- 
let telling of the early stages of the 
company, its organization and progress. 
It was written by W. H. Cunningham, 
statistician, who has been with the com- 
pany since 1896. As he sketches the 
history of the State Mutual, naturally he 
gives a historical review of life insur- 
ance growth in this country. 


company, is a son of the fifth president 
and a grandson of the third. The book- 
let is very attractive from a typograph- 
ical standpoint and general makeup. It 
is cased in a real wood veneer cover. 
On its leaves is reproduced in tones of 


In commemoration of its 90 years, 


Chandler Bullock, present head of the 





green a tree symbolical of the State 
Mutual. 


———e 


of agencies Connecticut Mutual Life 
spoke on “Organized Selling.” 


Northern Life Expanding 


The Northern Life of Seattle has ¢. 
tablished new agencies in Arizona 
Utah, Colorado and Alaska and is now 
expanding materially. Its business pro. 
duction shows a 75 percent gain so far 
this year over last year. 

It now has a separate accident and 
health division owing to the fact that 
this business has increased materially, 
It leads all companies in accident and 
health premiums in Washington. 








Smith Warns Promoters 


SALT LAKE CITY, June 27.—Com. 
missioner E. A, Smith, Jr., has issued 
a warning to benevolent society pro- 
moters that they must comply with the 
new mutual insurance society act. These 
organizations are springing up here like 
mushrooms. The new law requires that 
each society shall be incorporated and 
subjected to the supervision of the in- 
surance commissioner. 








CHICAGO NEWS 





TRAVELERS BRANCH OUTING 


The entire staff of the Travelers Chi- 
cago branch office held their annual field 
day at Arrowhead Golf Club at 
Wheaton, Ill., under the auspices of the 
Travelers Club. This was an_ all-day 
affair, the attendance being 150, limited 
to direct agents of the branch. There 
was keen competition in the golf tourna- 
ment for a fine two-foot trophy donated 
by David P. Scobie, to be won three 
times for permanent possession. The 
field was split into two-man teams with 
no limit on the number of these from 
any of the Chicago branches under the 
jurisdiction of the main branch office. 
Manager E. B. Dudley of the life and 
accident department, attended. 

*x * x* 


BRUCHHOLZ AHEAD 10 PERCENT 


In a three-month 90th anniversary 
contest, the. Clearing House branch of 
the New York Life in Chicago, Fred- 
erick Bruchholz, agency director, was 
$105,250 ahead of its allotment, or 10 
percent. 
a ae 

QUALIFYING FOR CONVENTION 


Agents of the P. B. Hobbs agency of 
the Equitable Life of New York, Chi- 
cago, are in the midst of a production 
drive to qualify for the agency’s tent 
annual convention to be held at Lake 
Wawasee, Ind., Sept. 12-14. 
* * * 
HENDERSON AGENCY OUTING 


The E. E. Henderson general agency 
of the Pacific Mutual Life, Chicago, will 
close a two months’ special drive July 2 
at an outing at a golf club near Chicago. 
The agency led the country in May by 
a large margin, production in the month 
being greater than for any month since 
the agency was formed over 40 years 
ago. 


W. J. Kness, state agent Midwest Life 
of Lincoln, Neb., has been transferred 
from Audubon, Ia., to Des Moines. Clyde 





Dimick will be district agent at Audubon. 


—S> 
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AS SEEN FROM NEW YORK 





KEMPF WITH L. A. CERF 


L. A. Cerf, Jr., New York City man- 
ager Fidelity Mutual Life, has appointed 
4s unit manager Werner Kempf, former 
ynit manager in the Sam Karsch agency 
of the Equitable Life of New York in 
New York City. Mr. Kempf has been 
in life insurance 12 years, having started 
in what is now the Karsch agency when 
itwas under the management of the late 
Ferdinand Strauss. 

In addition to building up the largest 
unit in the Karsch agency, Mr. Kempf 
isa very substantial personal producer. 

ye 

JONES MADE AGENCY MANAGER 


The Mutual Life of New York an- 
nounces the appointment of Albert H. 
Jones as manager of its agency at 165 
Broadway, New York City, to succeed 
W. E. Diefendorf, who died June 17. 
Mr. Jones has been a member of the 
Mutual Life field force since 1919 when 
he joined the Brooklyn agency. The fol- 
lowing year he became connected with 
the agency at 165 Broadway, then under 
the managership of F. W. Adams, who 
has since retired. He has qualified for 
membership in the $250,000 Field Club. 
His appointment is in line with the Mu- 
tual Life’s long established policy of 
promoting its own field men to fill va- 
cancies as managers of its agencies 
when they occur. 

Mr. Jones was at one time district 
manager of the Royal Liverpool Insur- 
ance CCOmpany’s branch at Langley, 
Worcestershire, Eng. He has been a 
citizen of the United States since 1915. 

* * xX 


INSURANCE AIDS MODEL HOUSING 


In his talk cover station WMAC at 
New York City, under auspices of the 
Brooklyn Women’s Court Alliance, Su- 
perintendent Pink of the New York de- 
partment, a former member of the state 
housing board, and a New York City 
housing authority, told something as to 
the employment of life insurance funds 
in model housing. The Prudential has 
invested almost $5,000,000 in three model 
tenement projects in Newark. He said 
‘that the greatest tragedy in housing is 
the plight of respectable colored people 
in the cities, who are pushed into infe- 
rior lodgings and degrading surround- 
ings, even if they are able and willing 
to pay a moderate rent. Practically 
speaking, he said, there are no modern 





New Secretary 

















CLARENCE J. SCHULTZ 


Clarence J. Schultz, chief underwriter 
of the Federal Reserve Life of Kansas 
City, Kan., who becomes secretary, was 
formerly in home offices in Chicago, 
serving the old Farmers National Life 
as chief underwriter and office manager, 


= prior to that was with the Illinois 
e, 


By R. B. MITCHELL 








and fit accommodations for the higher 
income group of colored people. Those 
the Prudential has provided in its home 
city. 

The Metropolitan invested $7,500,000 
in the erection of three groups of model 
dwellings in Long Island City for 2,125 
families. It was the plan to charge 6 
percent interest on the money and ap- 
ply the balance to a reduction of the 
book value of the property. These 
buildings suffered from the effects of 
depression and vacancies occurred be- 
tween 35 and 40 percent in 1933. Rents 
were reduced and the vacancies have 
now decreased to about 15 percent. 
Superintendent Pink said that the Met- 
ropolitan Life experiment is one of the 
most practical which has been made in 
the field of low cost model housing in 
this country. In addition to the Long 
Island City buildings, the Metropolitan 
has invested $5,000,000 in 20-year first 
mortgages at 5 percent interest in five 
limited dividend projects organized un- 
der the state housing law of New York. 

Superintendent Pink said that over 50 
percent of the dwellings in the United 
States cost under $5,000. Over 50 per- 
cent of the people pay less than $30 a 
month rent for an apartment. Only an 
insignificant fraction of new construc- 
tion meets these requirements. Expen- 
sive apartments are over built. He said 
there is great need now for new modern 
dwellings within the means of the lower 
income group. 

* Ok 
THAT ROCKEFELLER INSURANCE 


Reports that John D. Rockefeller, Sr., 
would receive $5,000,000 in matured or- 
dinary life policies when he reaches his 
96th birthday next month have so far 
failed of verification. A spokesman for 
the Rockefeller family said that noth- 
ing was known of such a report. 

Mr. Rockefeller’s name does not ap- 
pear on any list of large insurance own- 
ers. Also the bulk of his insurance 
would hava to have been taken out 30 
years or more ago, as few companies 
issue insurance beyond age 66 in large 
amounts. It is also pointed out that the 
period of large life risks did not really 
begin until some time after Mr. Rocke- 
feller, Sr., would have been uninsurable 
on account of his age. 

x kK x 
COMMISSION NOT TAXABLE 


Commissions received by _ general 
agents in New York City are not tax- 
able under the city’s emergency tax law, 
the board of excise tax review has de- 
termined. A hearing was held there 
at which the New York City Life Man- 
agers’ Association pointed out the un- 
fairness of the measure in discriminat- 
ing against general agents as compared 
with managers. 

The law as it originally stood would 
have taxed not only the personal com- 
missions of general agents by commis- 
sions received by them to be passed on 
to their soliciting agents. The present 
ruling, by exempting all general agents’ 
commissions from the city tax puts gen- 
eral agents on the same footing as man- 
agers, whose salaries are not taxed. 

* * x 
REALTORS FETE PINK 


A luncheon in honor of Insurance 
Superintendent Pink of New York was 
held Wednesday of this week, the host 
being the Associated Real Estate Boards 
of the metropolitan area. 

* * * 

The David T. Hersch ameney of the 
Security Mutual Life in New York City 
has moved to larger quarters in the 
same building, 300 Madison avenue. The 
agency started from scratch March l, 
1932, and has reached second place in 
paid premiums among the company’s 
agencies for the entire country. 


William Appleby has been appointed 
associate Seattle general agent by the 
Northwestern National. Earle Zinn is 
general agent. 


A Continent -Wide 


Organization 


The Head Office of The Great-West Life 
in Winnipeg is almost the exact geographi- 
cal centre of the North American conti- 
nent. From that centre, an unexcelled 
Branch Organization stretches from coast 
to coast in Canada and extends to several 
of the most important States of the Union. 
International in its scope, this Canadian 
Company has in forty-three years become 
one of the large insurance companies of 
the continent—with strong, well-diversified 
assets of nearly $140,000,000 and business 
in force of almost $600,000,000. 


THE 
GREAT-WEST LIFE 


ASSURANCE COMPANY 


HEAD OFFICE 
WINNIPEG, CANADA 











Men Wanted — Reliable and Trustworthy Men to Sell 


The United Six-Way Protection Contract 


All in ONE POLICY: 


1. IF YOU LIVE TO AGE 65—it will pay you 


$5,000 


2. IF YOU DIE BEFORE AGE 65—it wil! pay your family $5,000. 

3. IF ANY FATAL ACCIDENT should occur to you—it will pay your 
family $10,000. 

4. IF CERTAIN FATAL ACCIDENTS should occur to you—it will pay your 
family $15,000. 


5. IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 


you $50.00 per W 


This 


IN 
6. 


EEK for 52 WEEKS, and $25.00 per WEEK thereafter. 
pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE, 


(Non-Cancellable) 
(Non-Proratable) 


ADDITION: 
IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 


will be relieved of the necessity of making any further premium de- 


posits. 
continued to make deposits yourself. 


Then at age 65 you will receive $5,000, just as though you had 
In the event of your prior death 


the FULL FACE VALUE of the Policy will be paid to your family. 
GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 


UNITED LIFE 


AVAILABLE. 
Write—Agency Department 


AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 











Rockford Life Has a Message for You 


President 
Rockford 


Rockford, 


Dear Sir: 


F.L. B a 
ni et wat lt Concerns Contract Direct 
Whi ii le . 
oe With the Company 
SEND ME THE MESSAGE 
evenvcesonccccceccdndednekdemaabédesacdessdbent UeWeRhanasis << Ricdccece ntaceseueneits 
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Rovar Negueors of America 


© One of the largest fra- 
ternal benefit societies. 





FORTY YEARS 


Membership 
596,1 FO. 
OF SERVICE 
© Operates home for 
~~ dependent mem- Royal Neighbors of America was 
ae tail chartered as a fraternal benefit so- 
$53,487,936. ciety in the state of Illinois on March 


21, 1895. Since that time the society 


@ Maintains frat | 
ogee e sypeetone has faithfully provided a dual service 


fund to assist needy 


Senet ih of insurance and true fraternalism for 
gervtecensae hy members numbering in the hundreds 


of thousands. 

@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


The history of Royal Neighbors of 
America reveals that its fundamental 


Insurance in force principle of twofold service has been 


aa an outstanding success. This success 
@ Provides free health is reflected in the steady growth of 
service. 


the society and in statistics which 
place Royal Neighbors of America 


SUPREME OFFICE 
among the leaders in its field. 


ROCK ISLAND, ILL. 


THE MACCABEES 


A Fraternal Benefit Association 
For 57 Successful Years 


Writes Legal Reserve Life, En- 
+ dowment and Retirement In- 
ik come Insurance on 18 popular 
plans with premiums based on 
the American Experience Mor- 
tality Table, providing for Cash 
Loans, Cash Surrender, Pre- 
mium Loans, Extended Insur- 
ance and Dividends. 

















Maintains two Homes for aged 
members, Nursing and Health 
Service, Hospital Beds and pro- 
vides for distressed and dis- 
abled members through a Re- 
lief Fund, all without extra cost 
to the insured. 





Home Office Building 


Admits Men, Women and Children 
From Birth to Age 60 


A practical and successful combination of life insurance protection 
and fraternal service. 


E. W. THOMPSON 
Supreme Commander 


C. L. BIGGS 
Supreme Record Keeper 


DETROIT, MICHIGAN 




















NEWS OF THE FRATERNALS 





Fraternals Are Not Interested 





Annuity Field Offers No Charm to So- 
ciety Executives in View of 
Investment Problems 





One of the interesting subjects taken 
up at the all-day meeting of the Illinois 
Fraternal Congress in Chicago covered 
benefits and disadvantages for fraternals 
in writing annuities, a field in which only 
a very few have entered. Although old 
line companies have done a very large 
business in annuities in the last three or 
four years, it appears unlikely that the 
fraternals that are not now writing an- 
nuities will start doing so, at least until 
the yield from investments ceases to be 
a problem. 

The principal reason is that fraternal 
societies’ function is and always has 
been chiefly protection. The investment 
side of the insurance is an element of 
comparatively recent development 
among fraternals, which started out and 
for many years were operated on the 
basis of yearly renewable term insur- 
ance without cash, loan or non-forfeiture 
values. It is only natural, then, that de- 
spite the fact that all societies have 
gone to level premium old line basis on 
their policies, they should bring to con- 
sideration of any matter a measure of 
the original conception, 


Time Not Auspicious 


Leaders also consider the present a 
very inauspicious time to inaugurate an- 
nuities. Old line companies have re- 
ceived much more cash premium income 
on annuities than they cared to have 
under present investment conditions, and 
have been sharply restricting their con- 
tracts and seeking to discourage the 
public from purchasing them by rate 
increases and/or reduction of income 
payments. A number of old line com- 
panies put all their annuity contracts on 
3 percent interest assumption as a safety 
measure due to the fact that interest 
yield was falling too close to the interest 
assumption for comfort. At the same 
time they made them participating, thus 
affording a shock absorber fund in case 
of emergency. 

In face of the very considerable prob- 
lem presented by annuities today, it ap- 
pears to many fraternal executives to be 
unwise to enter this field. Fraternal in- 
surance is faced with enough problems 
of its own, such as expense fund and 
the persistent threat of premium taxes 
in many states, so that there is no need 
to go far afield to add complications to 
the task of the executives. 





Degree of Honor Has Gone 
on a Higher Reserve Basis 





The Degree of Honor Protective As- 


-sociation of St. Paul, of which Mrs. 


Frances B. Olsen is president, and which 
was founded) in 1896, will go on a 3% 
percent reserve basis Aug. 1, and will 
use the American Experience table. The 
American Experience 4 percent reserve 
has been maintained since 1933. .The 
N. F. P. 4 percent reserve is used on 
certificates issued from 1910 to 1933. 

The Degree of Honor Protective As- 
sociation is a women’s fraternal. Its as- 
sets are $11,802,527, contingency reserve 
$550,000, net surplus $1,258,686. Its pre- 
mium income last year was $1,214,227. 
It has $65,235,014 insurance in force. Its 
valuation shows it is 112.28 percent sol- 
vent. It is one of the outstanding or- 
ganizations. 


Oklahoma Hearing Held 


A hearing was held last week by the 
Oklahoma supreme court on the litiga- 
tion by the state of Oklahoma to collect 
an estimated $2,000,000 in premium 
taxes, jicense fees from fraternals li- 





censed in the state. The test case wa 
against the Maccabees for approximate| 
$30,000. 


A. O. U. W. of North Dakota 
Adopts Two New Provision 


Provision has been made by the A, 0 
U. W. of North Dakota for proceeds of 
insurance payable to policyholders to bd 
exempt from seizure under legal proces 
and to inure to the sole benefit of the 
designated, beneficiary or legal heirs 9 
the insured. According to B. C. Marks 
head of the society, North Dakota hia 
such a law, although many states do 
not. A provision also was adopted re. 
lating to disappearance, to the effec 
that insurance must be in force for the 
expectancy of the insured as determined 
by the American Experience table. Work 
of the home committee on care of aged 
and indigent members will be continued, 











Make Periodical Examination 


Seven southern and midwestern states 
will join Nebraska July 1 in periodical 
examination of the Woodmen of the 
World of Omaha, which has _ been 
breaking records in growth during the 
last two years, both in new business and 
assets. 


General Agents to Hold Barbecue 


The Life Insurance Executives Club of 
the Cleveland Life Underwriters Asso- 
ciation will stage a barbecue party at 
“Galewood,” the country home of Hoyt 
W. Gale, general agent Home Life of 
New York, June 29. Ross Norris, Se 
curity Mutual Life, is chairman. 
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Stability — Safety 
Performance 


ASSETS 
$13,750,000.00 


CLAIMS PAID 
$114,000,000.00 


The Standard Life 


Association 


Lawrence, Kansas 
GEO. R. ALLEN S.S. BATY 


President Secretary 
T. J. SWEENEY 
Treasurer 
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=. L. U. O 


Below are given the questions for the 
( L. U. examinations on life insurance 
wdamentals or part 1 that were con- 
jucted last week at 67 colleges or uni- 
ersities : 

ECONOMICS OF LIFE INSURANCE 


1, Harris is an accountant for a large 
Industrial concern. He is 35 and re- 
ives $4,000 annually from his em- 
ployer, for whom he has worked for the 
pst 12 years. He is married and has 
ree children, ages 3, 7, and 10. Va- 
fous agents have tried to sell insur- 
ance to him but without success. A 
fiend suggests you shouid approach 
Harris through the use of terms and 
principles which he uses in his every- 
tay work. What accounting terms and 
principles could you use, and why do 
you think they should make an impres- 
son in his case? 

9, Smith has given careful thought 
to the disposition of his property be- 
longings by will to his heirs—a wife 
and two children aged 5 and 10 respec- 
ively. Someone suggests to Smith that 
he should also give thought to the 
drawing of a “life will” and that life 
insurance constitutes such a will. Smith 
therefore confers with you concerning 
the matter. 

(a) What factors ought Smith to con- 
sider in arranging his life insurance to 
have the effect of a will? . 

(b) What are the advantages of doing 
this? 

ak 

3, “A” has an income of $5,000, all 
of which, with the exception of about 
$1,500 for his own personal self-main- 
tenance, is devoted to the support of his 
wife and two children, aged 7 and 10. 
His only other property is a paid-for 
home valued at $10,000. Outline three 
diferent rules of guidance which have 
been advanced as to the amount of life 





uiz Questions Are Presented 


insurance to be carried by him in 
order to meet the standard of reason- 
able adequacy. Which of the three 
rules would you prefer as meeting best 
the standard of economic adequacy, and 
why? 

4. “A” is a young man, aged 21, pre- 
paring educationally for a professional 
career. He owns no cash or property 
whatever. Yet he desires to complete 
his education as quickly as_ possible 
without interruption. Someone suggests 
that life insurance may prove the solu- 
tion for his predicament, assuming that 
he knows a person who has confidence 
in his integrity and ability, and who is 
financially able to make him a loan. He 
therefore confers with you concerning 
the matter. ; 

(a) Outline the recommendations 
(amount of insurance, type of policy, 
beneficiary clause, and other vital fac- 
tors) which you would make to him to 
meet his problem. : 

(b) Aside from the credit obtained, 
what additional benefits to the young 
man would you urge as resulting from 
this insurance arrangement? 

* * 


5. Smith has a family consisting of 
his wife and two children, a son aged 
20 and a daughter aged 10. His annual 
income is derived from three sources, 
namely (1) a salary of $5,000 from the cor- 
poration in which he has an interest, (2) a 
dividend of $2,000 from his stock inter- 
est (valued at present at $40,000) in a 
close corporation, the remaining one 
other stockholder also owning an equal 
interest, and (3) a net rent of $5,000 
(after deduction of expenses but with- 
out allowance for depreciation) from a 
single unit of real estate, consisting of 
an office building and valued at approxi- 
mately $60,000. He explains: 

(a) That he is willing to have all of 
his business assets, except the office 


building, converted into cash at the time 
of his death. 

(b) That, with the exception of the 
office building, he desires to keep the 
aforementioned estate substantially in- 
tact as regards its money value, in the 
event of his death. 

(c) That he wants the office building 
to pass to his son entirely upon death, 
and yet would like all members of his 
family to have approximately equal 
treatment financially. 

(d) That he would like to have a ser- 
vant, long in the service of the family, 
provided with an income of $300 a year 
for life. 

Advise Smith with respect to a life 
insurance program best adopted to meet 
all of his wishes and needs. 


PRINCIPLES AND PRACTICES 


1. Present in outline form the finan- 
cial situation of a family that would re- 
quire use of the various types of set- 
tlement options commonly granted by 
life insurance companies in order to 
have flexible administration of funds in 
case of the premature death of the fam- 
ily head. Give reasons. 

(2) (a) Why have so many fraternal 
orders seen fit to change their plan of 
operations to the legal reserve system? 
State the reasons clearly from _ the 
standpoint of sound life insurance prin- 
ciples. 

(b) Funds paid out by life insurance 
companies in the form of policy loans 
and surrender values increased greatly 
during the recent depression years. 
Thus, policy loans for 28 large life in- 
surance companies doubled from 1928 
to 1932, and lapses and surrenders in- 
creased annually from 5.29 per cent of 
mean policies in force to 9.6 per cent 
during this same period. 

(1) What have been the principal 
sources from which the companies have 





obtained the funds necessary to meet 
these increased demands? 

(2) Do you think these sudden de- 
mands will affect the companies ad- 
versely over a long period of years? 


* * * 


3. Two friends of the same age, Sam- 
son and Biddle, are interested in buying 
life insurance and are looking over va- 
rious tables showing net (unloaded) 
rates. Samson wants an ordinary policy 
for $10,000, while Biddle prefers a 20- 
year endowment insurance policy for 
the same amount. In discussing the 
amount of loading that should be added 
to arrive at the gross premium, Biddle 
believes that each policy should be 
loaded the same amount since the face 
values are the same. Samson, however, 
believes that the endowment should be 
loaded 73 per cent more since the net 
premium for the endowment policy at 
their particular age is 73 per cent 
greater. Present an analysis of the ex- 
penses of life insurance companies and 
show how your analysis will lead to a 
plan of loading which is fair to each. 

4. (a) In 1919 Hoskins was earning 
$4,500 per year as a purchasing agent 
for a machinery company. He married 
in 1924 and took out a policy of life in- 
surance which together with the amount 
that was already in force totalled 
$25,000. In 1933 his three children were 
aged 7, 4, and 2. At that time he ap- 
plied for $10,000 additional insurance, 
but was declared uninsurable. Assum- 
ing that his policies are participating, 
which of the commonly available meth- 
ods of using his dividends would have 
been most favorable? Give your reas- 
ons. 

(b) A number of participating com- 
panies have in recent months reduced 
their interest rates from 3% percent to 
3 percent. What possible effects might 
such a reduction have upon the (1) 
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... accredit to the institution 
of life insurance’’ 


rf management of the Old Re- 
public Credit Life is endeavoring 
to build a company that will be a 
credit to the institution of life insur- 
ance. It is our desire to handle every 
transaction intelligently and with the 
sincere purpose of doing what is 
best at all times for our policy- 


holders. 


To "do as you would be done by” 


is an old but true saying. 


It has 


been of immeasurable help in guid- 
ing the affairs of this organization. 


OLD REPUBLIC CREDIT LIFE 


INSURANCE 
221 N. LaSalle St. 


a 


COMPANY 
Chicago, Ill. 





Bisiessetees etctetatatee 
pc ntti 
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Opportunity 


30 year old company. 


and double indemnity. 





Desirable Territory 


pron qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 


for managers 
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premium rates, (2) dividend scales, and 
(3) the reserves. , 

(c) In what principal respects is the 
insurance on the life of an employe who 
is insured under a group life policy 
different from that obtainable under an 
ordinary life policy placed on the life of 
the same employe and for the same 
amount? 

5. (a) “X” has a 15-payment life pol- 
icy issued at age 55.: “Y” says that at 
the end of the 15th policy year “X's” 
reserve will equal the net single pre- 
mium on a whole life policy issued at 
age 70. Ise “Y’s” statement correct? 

(b) Show how you would compute 
the net single premium and the net an- 
nual level premium for a 15-payment life 





policy issued at age 55. (The candidate 
was supplied with the necessary tables.) 


Survey Made of Investment 
Forms of Life Companies 





(CONTINUED FROM PAGE 2) 


stricted to own agents; single premium 
life and endowments for more than 10 
years, maximum limit $200,000; endow- 
ments not being written for less than 
10 years and 10-year endowments being 
limited to a maximum of $25,000. 
Ohio National—Single premium life 
or endowment issued on individual con- 
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Organized 1850 





THE UNITED STATES LIFE 
In the City of New York 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


INSURANCE 
COMPANY 


Non-Participating Policies Only 

















ACTUARIES 








CALIFORNIA 


LRIES ||| 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 


114 Sansome Street 
SAN FRANCISCO 











MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 








ILLINOIS 


J. C. Cameron W. W. Chambreau 
CAMERON & CHAMBREAU 
Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 


Organization, Management, Pensions, 
Agency Planning, Federal Tax Work. 


Washington Office, Shoreham Bldg. 














Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST 40TH STREET NEW YORK 





























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 








ELDER A. PORTER 


F. A. S. F.A.L A. 
Consulting Actuary 
102 Maiden Lane 

NEW YORK, N. Y. 























L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 

















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 

















MISSOURI 





Woodward and Fondiller, Inc. 
Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 

















sideration, and single premium life and 
annuity issued on special request. 

Among the companies writing neither 
of these forms are the Mutual -Trust 
Life of Chicago, Penn Mutual, Jefferson 
Standard, State Mutual of Worcester, 
Lincoln National, Massachusetts Mu- 
tual, Metropolitan, Bankers Life of Des 
Moines; Central Life of Des Moines, 
New York Life, Continental Assurance 
of Chicago, Northwestern Mutual, Gen- 
eral American and Canada Life. The 
practices of some of these companies on 
single premium life or endowment forms 
are: 

Penn Mutual—Limit $100,000 on sin- 
gle premium life and annuity combina- 
tion to prospects not over age 65, medi- 
cal required for life policy. Total single 
premium per unit of $1,000 insurance is 
$1,060. 

Bankers Life, Des Moines—Issues 
single premium life on medical examina- 
tion, and also 10, 15 and 20 year single 
premium endowment only. 

Continental Assurance—Limit $25,000. 


Northwestern Mutual—Limit on regu- 
lar single premium life or endowment 
contract $250,000, not exceeding $200,- 
000 in a single year, no brokerage ac- 
cepted. 


Concludes Caravan Trips 


The caravan trips to promote attend- 
ance at the convention of the National 
Association of Life Underwriters in Des 
Moines the week of Sept. 16 were con- 
cluded last week with meetings in 
Springfield, Decatur and Peoria, Ill. The 
program has been in charge of Martin 
L. Seltzer, Aetna Life, chairman of the 
attendance committee. Seven caravan 
trips, calling on the larger associations 
in the adjoining states, were started in 
April. In addition to the Illinois in- 
vasion, a special representative was sent 
to Milwaukee. 

Starting last November, a series of 
letters has been sent out communicat- 
ing with some 7,000 life insurance peo- 
ple. Then the secretary of the conven- 
tion bureau of the Des Moines chamber 
of commerce has been sending letters 
and the Des Moines companies have 
been cooperating in every way. 


Marshall on Seattie Program 


John A. Marshall, District of Colum- 
bia superintendent of insurance, Wash- 
ington, D. C., will discuss the paper by 

E. McClain of Indiana before the 
National Convention of Insurance Com- 
missioners in Seattle on new ideas in 
insurance. He takes the place on the 
program originally assigned to the late 
George D. Riley, Mississippi commis- 
sioner. 
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OHIO 


CARL J. WEST 


Consulting Actuary 
Automobile 
8 East Broad Street 
Columbus, Ohio 
Organization Management 


PENNSYLVANIA 


FRANK M. SPEAKMAN 
Consulting Actuary 
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Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 





THE BOURSE PHILADELPHIA 


























ALEXANDER C. GOOD 
Consulting Actuary 
Central Missouri Trust Company Bldg. 
Jefferson City, Missouri 
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J. G. Parker, actuary of the Imperial 

Life of Canada and president of the Ac- 
tuarial Society of America, is visiting 
England. 
' Vice-president Stephen Ireland of the 
State Mutual Life and Mrs. Ireland will 
sail from Montreal in a few days for 
Europe. They will be gone about two 
months, 


President T. M. Riehle of the National 
Association of Life Underwriters is sail- 
ing June 29 on the Conte Di Savio to 
meet Mrs. Riehle in Rome. After going 
to Londoy they will return on the Nor- 
mandie. 

An unusual anniversary was observed 
recently when A. R. Bruehl, general 
agent of the Home Life of New York, 
Cincinnati, completed 50 years of con- 
tinuous service with the company and 
his son, W. A. R. Bruehl, Jr., also gen- 
eral agent, completed his 25th year. R. 
A. W. Bruehl, father of W. A. R. Bruehl, 
became an agent for the Home Life in 
Cincinnati in 1861, shortly after the 





company commenced business. He was 
associated with the Methodist Book 


Concern in Cincinnati. In 1864 he py. 
chased the general agency rights and 
signed a contract with the Home Life 
for Ohio, Indiana and Kentucky. 

R. A. W. Bruehl, great grandson, of 
the founder of the agency and named 
for him, became associated with the 
agency last summer. He is 22 years olf 
and recently graduated from the Uni. 
versity of Cincinnati where he special. 
ized in life insurance. An honorary life 
membership in the Cincinnati Life Up. 
derwriters Association was conferred on 
W. A. R. Bruehl a short time ago. He 
was president of the association in 1910. 
1911. 








REAL CHANCES 


A thirty-year-old Middle Western 
Company wants experienced men 
for general agents at Waterloo, 
Iowa; Davenport, Iowa; Ottumwa, 
Iowa; and Burlington, Iowa. Want 
men living in these cities if possible 
with good production records and 
clean records as to character. 

Offices already established in Wa- 
terloo and Davenport. Many old 
policyholders. Write telling all 
about yourself. For those qualify. 
ing a personal interview with the 


Supervisor will be given. 


ADDRESS B-92, NATIONAL 
UNDERWRITER 











AGENCY VICE-PRESIDENTS! 


Two men ideally qualified for partnership 
desire to secure a general agency in Chicago 
for a life insurance company of high stand- 
ing. Both men now have successful and 
profitable connections, One has been iden- 
tified with life insurance for eight years; 
the other for thirteen years. 

In their respective capacities they have 
tested their sales ideas and methods to the 
point where they now feel that they are 
ready to apply them to a broader field. 
General agency connections in other large 
mid-western cities will also be considered. 
You may get in touch with these men by 
addressing an inquiry to Box B-91, National 








Underwriter. 











| 


ia 


ie 
va 4 











S > 










. 


| 






| 
A LOBBY 
TRULY INVITING 


The Shelby lobby is warmly 
furnished — commodious — 
right on the street level. 900 
rooms— all with private bath 
—circulating ice water—ser- 
vidors—box-mattressed beds. 
Two popular priced restau- 
rants. Cocktail Lounge. Rates 
$2.00 and upwards. Garage. 


HOTEL 
FORT SHELBY 


DETROIT 


“AGLOW WITH FRIENDLINESS” 
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Equp Your Mean — 


WITH THIS EFFECTIVE VISUAL SALES BOOK 


= in the midst of the usual summer sales slump — when 
the hot weather has slowed down your men — comes The Na- 


lester tional Underwrtier’s Life Payments Number to provide them with 
d men aA the most effective sales material available—showing life insurance 
ter] 30 Million Prospects on ‘ g 

Cerio, . in action. Off the press on July 19th, the Life Payments Number 
umw, July 19th Will Read How é — : 
War 3 Billion Dollars Was Paid will contain a report of the stewardship of life insurance companies 
sacle ty ne in 1934. Every company official, every manager, every general 
Js and by Life Companies in 1934 agent should provide his men with copies of the Life Payments 
Z Number. Orders for extra copies must be sent in at once in order 
hy @ Along Milk street in Boston to Sansome to insure delivery. 

1y old street in San Francisco—along Superior street CRE ATES DEEP RESPECT 

g all in Duluth to Canal street in New Orleans— ; 

ialify. [30 million life insurance prospects on July When an agent takes a copy of the Life Payments Number and 
Dre ee oe ere ets an shows it to his prospect in the course of a sales talk, he creates a 














nual Life Payments Localized compilation. 
Every one of those 30 million will have’ a 
greater respect for the value of life insurance 
after they read the details of how three bil- 
lion dollars was distributed by life insurance 
companies to policyholders and beneficiaries 
in 1934. 


NEWSPAPERS SENT RELEASES 


On July 19th the Life Payments Number will 
be off the press and advance news releases 
will have been sent out to all the daily and 
the leading weekly newspapers giving the 
details about the national, state and city to- 
tals as well as about thousands of individual 
payments. 


OVER 1,400 NEWSPAPERS RESPOND 


Last year The National Underwriter se- 
cured clippings from 1,467 newspapers which 
published the Life Payments information and 
circulation figures show that these newspa- 
pers had well over 30,000,000 readers. About 
the same number of papers use the story 
every year so 30,000,000 prospects will again 
be reading about life insurance in action on 


—_ respect for the strength and magnitude of the institution as a 
whole. 

The main feature of the Life Payments Number is the individ- 
ual claim payments listed by states and cities. Thousands of names 
are included and where the names are not available occupations 
are shown. 

The Life Payments Number ranks cities by life insurance pay- 
ments. In order that the prospect can immediately determine the 
total payments in his own and nearby cities, the total payments by 
cities are also listed by states. 


THOUGHT PROVOKING TABULATIONS 


Another thought provoking tabulation is the life insurance pay- 
ments by states showing the 1934 totals, rank among all states, 
gain or loss in payments and percentage, population rank and pay- 
ments per capita. 

The prospect's life insurance becomes something more than a 
piece of paper when he reads the touching letters from life insur- 
ance beneficiaries which appear in the Life Payments Number. The 
widows and children who have been left life insurance money tell 
what this financial provision has meant to them. 


July 19, 1935. 













USE IN ACTUAL SELLING 


Fully illustrated and well displayed, the Life Payments Number 
gives the life insurance agent a splendid visual sales book to use in 
actual selling. When the Life Payments Number comes off the 
press July 19th it will be welcomed by thousands of agents who 
have found it effective in selling during the 35 years in which it has 
been published. 

Order a supply of extra copies right now—it will be a profit- 
able investment and it will aid your agents greatly in selling. 


ORDER EXTRA COPIES TODAY! 


Tie up your sales efforts with this 
tremendous publicity campaign and 
put on a special sales drive the 
week following—July 19th. People 
reading about the payments in your 
local newspaper will be ready to 
talk life insurance. Take a copy of 
the Life Payments Number with you 
and show it to your prospect—point 
out the many arguments it contains 
for life insurance. 
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| Quantity Prices The National Underwriter | 
MAIL THIS for Extra Copies || 178 W. Jackson Bivd., Chicago, Il. 
Gentlemen: 
1-49 copies  75¢ each PN a ae Co ee cia tes: copies of your forthcoming | 
50-99 copies 50c each . 
€ O U e O N Sean chihein: Al acai Life Payments Number at a cost of..............00002 cence ee each. | 
200-299 copies 43c each ERG aE Ne TEC ata OCR miD Melee ret per Ran eC Tetra Arey BS 
300-399 copies 42c each | 
RIG HT NOW | 400-499 copies 4lc each BO a Ea! ae cle ORE Rn SS SOMES 2 EOD RPS Me ROI Pr eee gia 
- cae oom aos ok 08s Bee ee eT NS Se scu er ete en ae | 
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Old Faithful Geyser — 
most famous of Yellowstone's 


“Thirty Miles of Geysers” 
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The Ohio National’s 
\ Builders Club Year 


is just beginning! 


Builders Club Members will meet at 
Yellowstone Park in 1936. 


Prospective General Agents 
are invited to write 


John H. Evans, Vice-President 


for a copy of the May issue of 
The Ohio National Bulletin. 








ig Ce bites pa t 1 ih 


with a Happy Ending at Yellowstone! 











1% CAMPAIGN is just starting. Of course, its primary 
object is to write new business, Individual achievement will be measured by the volume of paid for 
business the individual pays for, 


The first division of this campaign is patterned after a military campaign as you of course know, 
and this is the first message from the Commander-in-Chief. Se far as | know, Commanders-in-Chief 
only issue orders. The military experts plan and execute the campaigns. 


This campaign runs a year and will end in Yellowstone National Park. The most meticulous 
arrangements have been made for your entertainment and pleasure there. A representative of the 
Vark, together with representatives of the railroads running into the Park, have been at the Home 
Office, and it is known what will be offered te vou for each hour for four and a half days in the Park 


it will be a meeting of the Builders Club, an organization that has had twenty years of life 
and has been productive of much that is good in our Company as well as many fine friendships. 


While the major objective is to increase the production of new business, there are objectives 
that can hardly be classified as minor bat which are by-products of this enterprise. One of these is 
an enlarged if not a new version of our business. To some the undertaking will be too mweh, and 
such will unfortunately pass out of the business and may be less happy than before. But to others 
there will be revealed new possibilities that invariably are a result of new application and new 
study in this, our chosen fleld, as it likewise is in every fleld of endeavor, 


Also it will enlarge the capacity of every man who really tries. Increased volume results from 
inereased capacity. While it is true alse that few of ps in any walk of life work up to our capacity 
and therefore fall short of our privileges, some measureé’of this loss is due to ignorance. We do aot 
know our abilities and these extra efforts enable us to learn and to prove our abilities and 
capacities and enable us to enlarge them. No man tries — really tries at any worthwhile thing 
with any measure of suecess who does not become stronger because of the effort 


New, the Convention is a just reward for those who really do try and will prove valuable for 
years to come, No one can ever associate with another in the same walk of life and not be better 
for the association, Even though | may not be as strong as you, my lesser strength added to yours 
ean not help but be more than yours alone. f 


The whole contest for the whole year must be on a basis of mutual helpfulness. Only then 
can it succeed ‘ 


Written at Detroit, Michigan, 
May 5, 1935. 
Sincerely yours, 

















